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A New England Mutual General Agent ANSWERS SOME QUESTIONS about 


advantages of our 


retirement income policy 





How does your Retirement Income policy compare 
with those of other major companics? 


A general agent can be proud when his agency mul- sp > 3 : pee 
tiplies its yearly production from just over $2,000,000 I think you'll be most impressed with how low am ouwt- 


to well over $7,000,000 in 8 years. That’s David S. lay we require to provide a monthly income. Suppose: 
Kamp, a _ Ms a background for a man’s objective is $100 a month at 65. Under the 
success. Mr. Kamp brought a broad business experience > . _ : 

gee “i S geo New England Mutual policy the difference in owtlay 
in retailing and investment banking when he joined us in his f ld b h : lt 4 
in 1939. Within 2 years he was an agency supervisor. in his favor could be anywhere from several hundrex 
And in recognition of his outstanding work, he was ap- to well over a thousand dollars as against policies 
pointed our San Francisco General Agent in 1946. that re quire larger accumulation to provide the same 

income. 





Can you give me a basis for comparison? 

“Here is an illustration of how our $10,000 retire-at- 
age-65 policy adds up. The dividends* have been left 
to accumulate at interest. I don’t want to speak for 
other companies, but we invite comparison.” 





By Age 65 | oe Take 2 

Insured’s | Insured Gets | Insured Will | Insured can | Monthly in- Ameounting | 

Present Protection | Have Paid Then With- | comefor | by age 80 to 
Age of at Least In draw in Cash* | lite of* | a total of* 


30 | $10,000 | $13,660 | $21,490 $133.50 | $24,030 
35 10,000 | 14,304 | 20,750 = 128.90 | 23,202 
40 10,000 | 14,970 | 19850 | 12330 | 22,194 


45 10,0007 15,634 18910 ‘117.50 21,150 











*Includes dividends which are neither estimates nor guarantees, but are based on the 
1954 dividend scale of the Company. 


tHere, the insured gets the cash value if it’s greater. For example, a policy purchased 
at age 45 would have a cash value at age 63 of about $14,000 











Are there any other features? 

“Yes — there are lots of guaranteed advantages. The 
New England Mutual Retirement Income policy has 
unusual flexibility. There are choices in how to pay 
the premiums. Choices of ways to take the income. 
Choices of settlements in cash or insurance values if 
the insured should have to stop paying premiums. 
And the dividends are notably liberal. Any way you 
look at it our Retirement Income policy is a winner.” 
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Great New : 
Plans To Foster ns 
The Security Of tan 


The Individual... af 








The 1886 records of The Life Insurance Company than 
of Virginia (founded in 1871) reveal the intention pd 
of its management to “issue new policies in harmony 


with the necessities of the time.” Today, this Mr. 
sult 
company’s management follows that progressive devel 
os = truste 
tradition. Just announced are four new policies hee 


: : Saws cours 
designed to meet the economic security needs of power 





people who live today and plan for tomorrow. pag 
in 19 
and g 





It is 
life cc 


MORTGAGE PROTECTION: alread 


J 


EXECUTIVE SPECIAL: 
Yearly decreasing term policy. Level pre- come 
mium. 30, 25, 20 and 15 year plans to is ma 

/ insurance offered by this company. Issued provide insurance to age 70 maximum. Howe' 


ages 15 to 65. $10,000 minimum amount. \ $5,000 minimum amount. from | 


Issued standard and substandard through 
500% mortality. Lowest cost permanent 


ognitic 
compa 
RETIREMENT ANNUITY: A&H f 


Units of $1,000. Full benefit from age 6 Sold in units of $10 monthly income. Issued Ask 


months. Each $1,000 unit automatically ages 15 to 65. Standard maturity at age 65 
increases 5 times, becoming $5,000 at age 21. with optional maturity 55 to 70. 

Issued at ages 0 to 14, one to five units. 

Level premiums to age 65. _ b 


4 JUNIOR ESTATE BUILDER: 


THE LIFE caer 


CE AMMCIANEO Compa HW Y point. 


OF VIRGINIA pny 














THE NATIONAL UNDERWRITER, Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. Seth of Mon 
year, No. 47, Friday, November 19, 1954. $7 per year (3 years, $18); Canada, $8 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Enteredvas second class. matter Hartfor 


June 9, 1900, at the post office at Chicago, Ill., under the Act of March 3, 1879. Ps : 
intender 





— 





XUM 





XUM 


Ze NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


58th Year, No. 47 
November 19, 1954 





LUTC to Run Pilot 
A&H Courses, Full 
Program Set for ‘56 


Designed for Life Agents, 
Will Run 10 to 15 Weeks; 
Result of Two Years Study 


NEW YORK—Beginning next Feb- 
ruary Life Underwriter Training Coun- 
cil will conduct a series of pilot classes 
in the New York City area in the sale 
of accident and sickness insurance. 

Vice-president E. L. Zalinski of New 
York Life, who is president of LUTC, 
said the course is designed to train 
life insurance men in the most effec- 
tive techniques for selling and servic- 
ing A&H coverages. Plans call for a 10 
to 15 weeks’ course that will take full 
advantage of the eight years’ experi- 
ence that LUTC has gained in provid- 
ing life insurance training for more 
than 40,000 field men. It will include 
2% hours weekly of classes, with texts, 
cases, projects, and examinations un- 
der the direction of competent A&H 
moderators. 

Mr. Zalinski indicated that, as a re- 
sult of a growing demand, LUTC’s 
development committee and board of 
trustees have for more than two years 
been studying the need for such a 
course and LUTC’s fitness for the un- 
dertaking. Last July the board directed 
that pilot classes be conducted early 
in 1955 to shake down course content 
and gain experience. 


It is expected that many agents with 
life companies selling A&H who have 
already participated in LUTC will be- 
come interested when the new course 
is made generally available in 1956. 
However, it will be completely separate 
from parts I and II of LUTC, in rec- 
ognition of the fact that some life 
companies have not yet entered the 
A&H field. 

Asked by THE NATIONAL UNDER- 
WRITER whether the A&H course would 
be open to general insurance men as 
well as life agents, Mr. Zalinski said 
that there could be no question about 
the eligibility of general insurance 
agents who hold life insurance licenses, 
as many of them do. As to insurance 
men not licensed for life insurance, he 
said the matter had received some con- 
sideration but that the LUTC directors 
had not reached a decision on this 
point. 

An A&H committee with both com- 
pany and field representation has been 
guiding the LUTC headquarters staff 
in the development of the new pro- 
gram. It includes Rex H. Anderson, 
New York Life’s director of A&S sales; 
Rufus E. Fort, Jr., vice-president of 
National Life & Accident; Karl H. 
Kreder, 3rd vice-president of Metro- 
Politan Life; James E. Powell, vice- 
president of Provident Life & Accident; 
Jack E. Rawles, 2nd vice-president and 

rector of agencies of Lincoln National 
Life; George J. Richards, general agent 


of Monarch Life of Massachusetts at 


Hartford; and John C. Slattery, super- 
intendent of agencies, Guardian Life. 


UNBIASED APPROACH 


N. Y. State Assn. 
to Probe Variable 
Life Income Idea 


The New York State Assn. of Life 
Underwriters at its fall meeting in 
Syracuse authorized the naming of a 
committee to explore the variable life 
income principle with the life com- 
panies so that if it should prove feas- 
ible it might be written by life agents 
in New York state. 








Harry K. Gutmann 


Benjamin Salinger 


The committee, according to a state- 
ment issued by the association, would 
“explore the feasibility of drafting per- 
missive legislation that would make it 
possible for the life underwriters and 
the life insurance companies to serve 
the public’s interest and combine, un- 
der controlled conditions, payments 
made from funds invested in common 
stocks and payments made from funds 
invested in bonds and other debt obli- 
gations.” 

Joseph Desmon, John Hancock, Buf- 
falo, led the discussion on the variable 
annuity. He recalled that a bill author- 
izing a special company to offer a 
variable annuity to the general public 
passed the 1954 New York legislature 
but was vetoed by Governor Dewey 
after the state association had filed a 
memorandum objecting to it. The ob- 
jection was on the ground that the 
word “annuity” had come to take on 
definite meaning in the minds of most 

(CONTINUED ON PAGE 235) 


103 Million in U.S. 
Are Now Covered by 
Health Insurance 


NEW YORK—More than 100 miliion 
persons, or better than 60% or the 
unitea States population now have 
voluntary nealth insurance, according 
to the survey just completed by Healtn 
insurance Council. Figures are based 
on a conservative projection of the 
ivas year-end data presenied in the 
survey. Aggregate benefits aiso set a 
new record, up sharply trom tne pre- 


vious year. 
As of mid-November, 103 million 
persons had _ voluntary insurance 


against hospital expenses. About 88 
mulon now carry surgical expense 
protection and 47 million have basic 
medical expense protection. 

Total benefit payments for 1953 ex- 
ceeded $2.5 billion, up 20%. More than 
half went to help meet hospitalization 
expenses of beneficiaries, and more 
than $175 million went for operations 
and medical care. Benefit payments to 
policyholders by insurers for loss of 
income due to disability totalled in ex- 
cess oi half a billion dollars last year. 

e e @ 

Of aggregate 1953 benefit payments 
from all forms of voluntary health in- 
surance 56% came from insurance 
companies. It exceeded $1.4 billion, in- 
cluding loss-of-income benefits. Blue 
Cross and Blue Shield type plans paid 
nearly $1 billion, or 37% of the total. 
Various independent plans accounted 
for the remaining 7%. 

Basic medical expense coverage in- 
creased by more than seven million 
persons, or 20%, during 1953, to give 
a total of nearly 43 million who have 
this protection against the cost of non- 
surgical medical care by their doctors. 

A total of nearly 38 million workers, 
or 60% of the total civilian labor force, 
had protection at the close of 1953 
against loss of income due to disability. 

Major medical as shown by the sur- 
vey is protecting more than 1.2 million 
persons, up nearly 80%. 








Late News Bulletins... 








U. S. Issues Booklet on Life Company Taxation 


WASHINGTON—A 56-page booklet titled “A Preliminary Statement of the 
Facts and Issues With Respect to the Federal Taxation of Life Insurance Com- 
panies” has been prepared by the ways and means committee’s subcommittee 
on the taxation of life companies. It is available from the Government Print- 


ing Office. 


Form New A&H Insurer in Oregon 


PORTLAND, ORE.—A new A&H company, Oregon Hospital & Health Assn., 
has been formed and licensed here, with headquarters at 3031 N.E. Sandy 
boulevard. A. J. Ingalls, Portland insurance man, is president. Members of the 
company’s health plan will be organized in each county as a group, permitting 
individuals to have the advantage of group cover even though not members of 
an employe group. Cost of the plan is to be based on hospital, surgical and 
medical costs in each member’s community. 


A&H Club of New York Elects Monks President 


New officers elected at the annual meeting of A&H Club of New York are 


~ George F. Monks, New York Life, president, succeeding Arnold W. Danck- 


(CONTINUED ON PAGE 28) 


FTC Seen Seitling 


Jurisdiction Issue 
First, Merits Later 


However, Court Appeal May 
Be Impossible Before Full 
Case Is Heard by Commission 


WASHINGTON—The federal trade 
commission, up to mid-week, nad an- 
nounced no decision on the matter of 
getting the jurisdictional question out 
Of the way in advance of consideration 
on their merits, of complaints, against 
1/ A&H insurers bui there are indica- 
tions that the FTC woutd definiteiy 
preier that course. 

li 1s understood that FTC Hearing 
Examiner Laughlin is thinking of set- 
ting nearing dates for oral arguments 
on jurisdiction, in view of the motion 
by Commercial Travelers of Utica to 
dismiss the complaint on jurisdictional 
grounds. Mr. Laughlin plans to issue 
no order on Commercial Travelers’ 
motion pending expected receipt of 
other answers or motions raising the 
jurisdictional issue. He has been in 
conference with Moses Hubbard, gen- 
eral counsel of Commercial Travelers. 

in jurisdictional cases assigned to 
him, Mr. Laughlin will propose that 
briets be filed on both sides, with time 
allowed for reply briefs, and a date or 
dates set for oral argment. Not until 
after that would the merits of FTC 
complaints come up. 


Commission examiners realize that 
the A&H complaints represent the first 
test of FTC jurisdiction with relation 
to the McCarran act. The matter is too 
important to the insurance industry, 
the public and the commission not to 
receive primary attention, they believe. 
All are entitled to know the answers 
as soon as they can be had. 

“The jurisdiction question is new,” 
said one official. “The commission is 
trying its wings. That question should 
be thoroughly exhausted first, before 
trial of the insurance complaints on 
their merits.” 

Examiner Laughlin has complied 
with request of Attorney George F. 
Barrett of Chicago, for a two-week ex- 
tension, to Nov. 22, of time for filing 
answers to complaints against Bankers 
Life & Casualty, Guarantee Trust Life, 
LaSalle Casualty, Prudence Life, and 
United of Chicago. 

The examiner has received notice 
of special appearance and motion to 
extend time from counsel for Illinois 
Commercial Men’s Association, and 
granted extension to Nov. 22. 

Laughlin has granted time extension 
to Dec. 1 for filing answers to Alvis 
Layne, counsel for Life of America and 
Guarantee Reserve Life, of Hammond, 
Ind. He had asked extension to Dec. 9. 

Examiner Cox has granted extension 
of time for filing answers until Nov. 29 
in cases of American Life & Accident 
and Auto Owners Safety. 

In the case of American Hospital & 
Life, which filed motion to dismiss for 
want of jurisdiction, Mr. Cox said there 

(CONTINUED ON PAGE 24) 
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LIVELY AGENDA SPURS ATTENDANCE 





View A&H Underwriting from Many Vantage 
Points at Conference New Orleans Forum 


The annual underwriting forum 
sponsored by H&A Underwriters Con- 
ference in New Orleans this week at- 
tracted a record turnout. Subjects ran 
from agents’ sentiments about home 
office underwriting aids to strictly 
medical matters. 

Discussing agency-home office rela- 
tions, Emerson Davis, general agent in 
Dallas for Inter-Ocean, said “the fu- 
ture growth and continued public ac- 
ceptance of our industry depends upon 
the resident agent serving his local 
community and upon his _ being 
equipped to underwrite and service 
properly the business he develops on 
a career, professional basis.” 

Mr. Davis admitted other types of 
agents existed, “the front money artist 
who specializes in one shot canvass, 
moving from town to town with no in- 
terest in the future of the business.” 
But, these, he felt, “had their days 
numbered.” 

He stressed the need for improve- 
ment of application blank format as a 
morale booster for agents or field men. 
The home office underwriter has an 
obligation to explain to field people 
why additional information is re- 
quested after an apparently complete 
application has been submitted. 

“The longer the delivery of a policy 
is delayed, the less satisfied the policy- 
holder, the higher the lapse ratio, the 
higher the turnover of agents. There 
are usually sound reasons for delay in 
policy issuance. Even the experienced 
agent doesn’t understand them and he 
needs to be told.” 


e e e 

Mr. Davis recommended “a short and 
simple pamphlet clearly stating the 
company’s attitude and underwriting 
practices.” 

“It is also good practice wherever 
there is a disputed claim adjustment 
because of misrepresentation in the ap- 
plication, or because of benefits ex- 
pected that are not provided in the 
policy, for the writing agent to partici- 
pate in the interview with the claim- 
ant.” 

R. U. Clark, superintendent A&H un- 
derwriting, Massachusetts Protective, 
detailed what a company should con- 
sider in the underwriting of non-can- 
cellable insurance, and this talk is re- 
ported elsewhere in this issue. 

Dr. Harry Ungerleider, director of 
medical research, Equitable Society, 
speaking on hypertension, noted high- 
blood pressure is “more frequently ob- 
served in women, is tolerated better 
by women, and causes more disability 
and death than any other ailment. 

“There is real reason to conclude that 
heredity is the background for this di- 
sease. Whatever standard be employed, 
it is grossly inadequate to label a pa- 
tient with hypertension by the level of 
his blood pressure alone. 

“Viewed over its lifetime course, hy- 
pertension may appear to be a rela- 
tively benign disorder. Patients with 
this condition ordinarily are not com- 
promised until the later stages of the 
disease. 

“Thus in a large group of employes 
with an average known duration of 
hypertension over 13 years, fully 
three-quarters were actively at work. 
Although the over-all average duration 
of life from the time hypertension is 
discovered is 19 years, this is a de- 
ceptively optimistic figure which be- 
comes less favorable when viewed in 


context to the life span of non-hyper- 
sensitive persons. 

“Life expectancy is distinctly short- 
ened by hypertension and the mortality 
from cardiovasclar complications is 
greatly augmented. The prevalence of 
hypertension in the U. S. is higher than 
that of any other chronic disease, and 
its mortality greater than all other dis- 
orders excepting coronary disease to 
which hypertension itself predisposes. 
“The many recent therapeutic ad- 
vances in hypertension, it is hoped, 
may confidently be expected to influ- 
ence favorably the natural course of 
this disease.” 

A four man panel was moderated 
by P. J. Burns, executive assistant, 
New York Life. W. A. Sims, chief un- 
derwriter, Business Men’s Assurance, 
outlined the safeguards underwriters 
should take to protect against persons 
who have dangerous hobbies. “It is 
doubtful that many companies include 
in their application a question asking 
for information regarding recreational 
activities.” He said questionnaires were 
sent to 85 member companies, most of 
which agreed that such activities as 
motorcycle and automobile racing in- 


volve risks that cannot be accepted. 
“The majority indicated they would 
refuse to issue unrestricted coverage. 
But some said they would with an ex- 
clusion supplement, state laws permit- 
ting. Several companies said they were 
charging an increased rate rather than 
modifying coverage. This was more 
evident, however, in the case of athlet- 
ic coverage and the less hazardous ac- 
tivities. 

The increase in cost of labor, as well 
as the disappearance of the traditional 
“handyman”, have caused more people 
to rely upon their own skills at repair- 
ing leaking faucets and installing a 
multitude of household gadgets, Mr. 
Sims said. “Since these activities have 
become a definite part of the American 
way of life, we in the A&H business 
must accept them as such and provide 
full coverage in our policies.” 

Charles E. Stevens, manager of A&H 
department of Standard Accident, op- 
ined that “the greatest and most serious 
underwriting problem we have from 
a moral hazard standpoint is that of 
overinsurance.” Some high post-war 
salary occupations such as salesmen of 
cars and appliances should be looked 
into, he suggested. “Earnings for these 
people have declined but reimburse- 
ment may still be on a high income 
level. “A weekly benefit of $250 
amounts to $13,000 a year of tax free 
income and should be sufficient for any 


risk.” 
(CONTINUED ON PAGE 23) 








MDRT Program Committee Plans Features for ‘55 





THE PROGRAM COMMITTEE of the 1955 Million Dollar Round Table at its 


meeting at the Westchester Country Club, Rye, N. Y.: From left, Francis T. 
Fenn, Jr., National Life of Vermont, Hartford; Kenneth R. Mackenzie, New 
England Mutual, Boston; Paul Audet, Prudential of England, Quebec; James B. 
Irvine, Jr., National of Vermont, Chattanooga, committee vice-chairman; Her- 
man C. Edwards, Equitable Society, Chicago; Arthur F. Priebe, Penn Mutual, 
Rockford, Ill., chairman of the program committee and vice-chairman of the 
executive committee; Gordon D. Orput, New England Mutual, Portland, Ore.; 
Jack N. Meeks, Northwestern Mutual, Columbus, O.; Harold R. Regenstein, 
Massachusetts Mutual, New York City; and Adon N. Smith II, Northwestern 
Mutual, Charlotte, N. C., program committee vice-chairman. Joseph E. Josephs, 
New York Life, Charlotte, N. C., was unable to be on hand for the committee’s 


sessions. 


It’s seven months until the 1955 Mil- 
lion Dollar Round Table meeting, but 
the program committee has already put 
in two extremely busy days of bringing 
up, discussing, evaluating, and dis- 
posing of or listing for further study 
a host of ideas, all aimed at producing 
another memorable program of the 
caliber that the membership has be- 
come accustomed to at MDRT meet- 
ings. 

The committee, headed by Arthur 
F. Priebe, Penn Mutual Life, Rockford, 
Ill., who is also vice-chairman of the 
executive committee, met last week at 
the Westchester Country Club, Rye, 
N.Y., with 10 of its 11 members on 
hand. No final decisions were reached 
but the groundwork was laid for fur- 
ther deliberations from which will 
emerge the program that will unfold 
for the members June 27-30 at the 
Greenbrier hotel, White Sulphur 
Springs, W. Va. 

Preparing a Million Dollar Round 
Table program is no casual or routine 
matter for anyone concerned. Program 


committees in the past have come up 
with such notable contributions as the 
dramatized case study at the 1954 
meeting, which imparted much useful 
knowledge with professional dramatic 
smoothness; the ‘buzz session” tech- 
nique, employed for the first time at 
a national insurance gathering; and, 
before that, the “room-hopping” con- 
ference plan that has since been widely 
used at other insurance meetings. 

The executive committee also met, 
with Chairman George B. Byrnes, New 
England Mutual Life, New York City, 
presiding. The nominating committee 
held its first meeting. Chairman is G. 
Nolan Bearden, New England Mutual 
Life, Beverly Hills, California, imme- 
diate past chairman of the MDRT and 
a member of its executive committee. 
Other nominating committee members 
are Mr. Byrnes, William T. Earls, 
Mutual Benefit Life, Cincinnati, a past 
chairman of the MDRT; J. Sadler 
Hayes, Penn Mutual Life, New York 
City; and Lester A. Rosen, Union Cen- 
tral Life, Memphis. 





500 Turn Out for 
Selection Men's 


New Orleans Meet 


Timely Topics, Spirited 
Panel Discussions 
Mark Annual Convention 


Institute of Home Office Under. 
writers’ annual meeting at New Or. 
leans this week broke all attendance 
records, nearly 500 persons showing up 
for the sessions that included address. 
es on timely topics as well as spirited 
panel discussions. 

Following a welcome Wednesday by 
Dr. Edward G. Simmons, executive 
vice-president of Pan-American Life, 
J. H. B. Peay, Jr., Life of Virginia, in 
his presidential address stressed that 
selection today is more difficult than 
ever before. Tomorrow’s selection is go- 
ing to involve initiative, study plan. 
ning and thinking, he said. “The day is 
past when underwriters can get to- 
gether and come up with arbitrary 
rules and procedures to cover any sit- 
uation.” 

Through the institute, Home Office 
Life Underwriters Assn. and their joint 
education and examination committee, 
Mr. Peay said insurance has excellent 
tools for the training of underwriters, 
He cautioned, however, it must be kept 
clearly in mind their purpose is educa- 
tion, “not the definition of a course of 
action on any particular underwriting 
problem.” 

Dr. Robert A. Goodell, medical diree- 
tor Phoenix Mutual Life, gave a de 
tailed report on “Nervous Conditions 
Other Than Insanity and Psychosoma- 
tic Disorders.” 

Committee reports were on Wednes- 
day’s agenda. Ward H. Beall, North 
American Life & Casualty, said that of 
the 169 candidates studying for both 
1954 examinations of the joint educa- 
tion and examination committee, 8 
passed part 1 and 52 passed part ll, 
certificates of proficiency being award- 
ed 48 persons. Since examinations were 
begun in 1949, 258 certificates have 
been awarded. 

With T. B. Anderson, Jr., Connecti- 
cut General Life, presiding, a panel 
that afternoon considered war clauses, 
juvenile insurance, non-medical ex- 
perience and limits, and substandard 
underwriting. Participants were W. E 
Bidelman, Iowa Life; G. A. Booth, 
Bankers Life; C. H. Davison, Mutual 
Trust Life; I. A. Dryden, Jr., Amicable 
Life; W. K. Fritz, Northwestern Natio- 
nal; Allan Keltie, Great-West Life; 
A. C. Kerin, National Life of Vermont 
and R. M. Kidd, Ohio National Life. 

Pan-American Life was host that 
evening at an informal reception in its 
new home office building. 

Speakers Thursday morning, wit 
William H. Harrison, Security Mutu 
Life of New York, presiding, were! 
M. Spear, State Farm Life; Frank T. 
Somers, Minnesota Mutual, and C.F. 
Barney, American United. Mr. Bal- 
ney’s talk is reported elsewhere in this 
issue. a 

In evaluating the potential persis 
tency of an applicant, Mr. Spear said 
State Farm considers the agent’s il 
surance account history as well as tht 
eight regular factors of build, octl 
pation, physical condition, perso! 
history, family history, moral habits 

(CONTINUED ON PAGE 25) 
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OTATE FARM LIFE ACHIEVES 
RECORD NEW BUSINESS MONTH! 








More State Farm Men Earn CLU Designation 











Dr. Davis W. Gregg (right), President of the American College of Life Underwriters, congratulates Morris G. Fuller 


(left), and Paul W. Anderson after awarding them CLU degrees at the October 7 meeting of the Central Illinois Society of 
CLU in Bloomington. Mr. Fuller is President of the State Farm Life Insurance Company. Mr. Anderson is a local State 
Farm agent in McLean County, Illinois. Agent L. B. Gates (not shown), of Spokane, Washington, also achieved “CLU” 


designation this fall. 





State Farm’s “fair sex” 
Shines in L. 0. M. I. exams 


Among the 41 State Farm Life office 
employees who passed a total of 70 
Life Office Management Institute ex- 
aminations this year are two ladies who 
made outstanding grades. 

Janice Greider, Assistant Counsel, 
passed five L.O.M.I. tests at the same 
time and scored the highest grade in the 


é| 2ation on the first exam. 


Aldene Steffan, Values Department, 
tied Miss Greider for third highest 
mark in the United States on exam 
number two. 





Plan gala agent meetings 
for 1954 “Leaders Club” 


State Farm agents who qualify for the 
company’s “‘Leaders Club” in 1954 
will attend regional conventions in six 
cities early in 1955. 

Starting in April, three-day meet- 
ings will be held in St. Paul, Kansas 
City, Chicago, San Francisco, Balti- 
more, and Atlanta. 

To earn an all-expense-paid trip to 
one of the conferences, an agent must 
sell a prescribed minimum in each of 
the three State Farm lines—automo- 
bile, fire and casualty, and life insurance. 






Agents write $39 million in September 
to mark company’s 25th anniversary 


Bloomington, Illinois, November 1, 1954: 
During the month of September, State Farm 
agents wrote more than $39 million of new 
life insurance as their contribution to State 
Farm Life’s month-long Silver Anniversary 
celebration. 

Almost $12 million of this total was writ- 
ten in the last week of September alone. Both 
figures—for the month and for the week— 
set company records for new business pro- 
duction. 

Increase for 9 months 
nearly $80 million 


Commenting on the banner month of Sep- 
tember, State Farm Life President Morris G. 
Fuller said: “‘Last year, we carried somewhat 
more than $700 millions of insurance in 
force. With the September increase—and 
other gains during the first eight months of 
this year—we now have nearly $780 millions 
in force. 

“Our agency force is to be highly com- 
mended. 760 agents topped $25,000 for the 
month...1,226 wrote $15,000 or more... 
and 1,685 hit the $10,000 mark.” 


This is another report in a series which is pub- 
lished at regular intervals to acquaint you with facts 
of interest about State Farm Life Insurance Company. 
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CLARK ADDRESSES CONFERENCE FORUM 





Checklist Offered at New Orleans Meet 
for Insurers Eyeing Non-Can A&H Field 


Three tests were suggested at the 
H&A Underwriters Conference New 
Orleans underwriting forum for the in- 
surer about to open the gate to the 
non-can A&H field. Selling practices 
of the field force must be examined, 
and decisions must be made as to the 
expected ratio of claims to premium 
and expected claim settlement prac- 
tices, according to R. U. Clark, super- 
intendent of the A&H underwriting de- 
partment of Massachusetts Protective. 

[f the underwriter is up against field 
men accustomed to writing their bus- 
iness carelessly or who consider A&H 
a quick sales item that is rushed 
through the mill, Mr. Clark said selec- 
tion will have to be on the strict side. 
Cor vinced he is dealing with sound 
agents who are staying away from 
low-grade business and who are asking 
all the questions and putting down all 
the answers, the underwriter can rea- 
sonably consider joining the more lib- 
eral group of insurers in limits and 
practices. He added, however, the good 
underwriter will take sometime before 
he allows himself to be this optimistic, 
“because optimism is no substitute for 
experience.” He also cautioned that the 
more experienced companies have 
agents who are well-trained in the 
proper way to sell non-can. 

As to expected ratio of claims to 
premiums, Mr. Clark said it is not dif- 
ficult to hit 20 or 30% by never giving 
on a point and it is dangerously easy 
to hit 70 or 80% through carelessness 
or being “big hearted.” 

Companies probably would want to 


set their figures somewhere in be- 
tween, and “that calls for a bit of 
skill,” he said. “Keep in mind the very 
first years should show the effects of 
your selection and if your ultimate goal 
is 50%, you may well be alarmed if 
your first year shows that result. Any- 
way, you are going to have to tighten 
up a bit if your company says 35% 
is desirable and you can join the ex- 
perimenters if 50% is your object.” 

Expected claim settlement practices 
were viewed by the speaker as not in- 
fluencing the non-can field to the de- 
gree they do commercial covers. Non- 
can contracts, Mr. Clark said, are not 
highly flexible as to claim adjustments. 
Although a certain range exists, there 
is a widespread attitude a quality prod- 
uct such as non-can should not be 
cheapened by overly shrewd methods. 

Policies and rates of the company 
entering the non-can field probably are 
determined by the coverages and pre- 
miums already in use in the field, Mr. 
Clark observed. It is the underwriter’s 
task to learn as much as possible about 
the range of underwriting practices, 
studying his own company to judge 
whether it will be among the more 
lenient or the more strict. 

Mr. Clark said there now is a fair 
degree of policy standardization. “The 
more liberal of the non-can underwrit- 
ers are probably handling their busi- 
ness more leniently than a large part 
of the commercial underwriters. I 
might guess that the liberal part of the 
non-can business is more lenient than 
the stricter one-third of the cancellable 
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underwriting. 

“Most non-can companies will have 
top limits on their issues of $200 to 
$500 a month, $300 and $400 being the 
most popular figures. The company’s 
maximum may vary with the benefit 
period of the policies involved. Closely 
related to the issuance limit is the par- 
ticipation limit of the company. Ordi- 
narily, the participation is somewhat 
higher than the company’s maximum 
issuance amount. The range is roughly 
from $500 a month to $800 for sickness 
with accident limits going beyond to 
rather indefinite figures. 

“On percentage of income a compa- 
ny will insure, the 80% figure popular 
some years ago has been replaced by 
a 50% to a 70% tendency. The top 
age limit for non-can has been creeping 
up in recent years from a more or less 
standard 55 or even 50 to age 59 or 60. 
Coverage in most policies ceases at 65, 
although we see the beginning of an 
attempt to continue some sort of ben- 
efits beyond 65 if only on a rather re- 
stricted basis.” 

Mr. Clark advised companies enter- 
ing non-can to make full use of inspec- 
tion reports, medical findings and in- 
ter-compay exchange of information. 
“Lenient rules on medicals and inspec- 
tions should be a luxury enjoyed only 
by companies which are thoroughly ex- 
perienced in the non-can business, 
which have put together reliable sta- 
tistics on their business and have tested 
those figures over a number of years.” 
Besides running great risk of serious 
loss, he said the new company which 
does not do a thorough investigation 
job in the first few years is also miss- 
ing a chance to gain valuable exper- 
ience quickly. 

The regular use of incontestable 
clauses in non-can policies has greatly 
enhanced the value of inter-company 
information exchange, Mr. Clark de- 
clared. After the passage of two or 
three years, he said the company is “on 
the hook and particularly where long 
term benefits are concerned the crafty 
policyholder can retire on disability 
and laugh at the company that did not 
know about his serious health record.” 
He added that he doesn’t believe the 
agency force exists that can offer such 
complete information with an appli- 
cation that the use of these services is 
unnecessary. 

Mr. Clark also warned against non- 
can underwriters discounting the com- 
mon reference to a routine check-up 
or a regular physical exam. 


October Life Sales 
Bring 10- Month Total 
to $30,522,000,000 


October sales of life insurance, 
amounting to $3,072,000,000 brought 
the figure for the first 10 months to 
$30,522,000,000, up 4% according to 
LIAMA. It was the largest October to- 
tal on record, 7% greater than Octo- 
ber, 1953. 

October ordinary insurance sales 
were $2,086,000,000, up 5% and also 
the largest October on record. 

New group amounted to $388 million 
in October, an increase of 4%. The 
figure represents new groups set up 
and does not include additions under 
group contracts already in force. 

In the first 10 months, ordinary ac- 
counted for $20,336,00,000, up 5%. In- 
dustrial was $5,531,000,000 of this 
year’s 10-month total, up 1%, and new 
group amounted to $4,655,000,000, up a 
fraction of 1%. 





Shenandoah Wins 


D.C. Suit on License 


WASHINGTON—Shenandoah has 
won its suit to force Superintendent 
Jordan to renew its license. District 
Judge McLaughlin granted the com. 
pany a summary judgment against 
Superintendent Jordan. D. C. corpora- 
tion counsel is considering whether to 
appeal to the U. S. circuit court. 

In a T7-page opinion, Judge Mc. 
Laughlin said he had to pass on the 
intent of Congress in enacting the D. ¢. 
life insurance act of 1934. The judge 
said that an amendment to that act 
requiring 75% of the members of an 
association to be included in an in. 
sured group had been put in by the 
congressman from Shenandoah’s home 
district, and company attorneys argued 
that this addition was specifically in. 
tended to protect its then existing 
business. 

D. C. officials maintained that Shen- 
andoah did not meet the requirement 
of insuring under group life policies at 
least 75% of all eligible employes in a 
given government agency or bureau, 

Judge McLaughlin said that two D.C. 
superintendents, including Jordan, had 
previously held that Shenandoah’s 
business was within the scope of the 
1934 law. He stated that it appeared 
to him that Congress intended that an 
association of government employes 
could be formed and could obtain in- 
surance under that law even though 
it did not comprise 75% of all the em- 
ployes of a department and even if its 
sole purpose was to obtain group coy- 
erage. The court added, “It further 
appears to the court that the law re- 
peatedly has been administratively 
construed consonantly with such in- 
tention of Congress.” 

The superintendent to whom Judge 
McLaughlin referred was J. A. Mar- 
shall, who was in office in 1934. It was 
brought out that he wrote a letter to 
the secretary of a government employ- 
es’ association saying that the law 
permitted it to take out group insur- 
ance even though there were less than 
75% of all department personnel in 
the group. 

The decision may be of academic 
interest as far as government employes 
group underwriting is concerned, for 
while the case has been pending Shen- 
andoah has notified 14 federal employ- 
es’ associations whose group contract 
it carries that it wishes to terminate 
their contracts promptly. 

Reason for this is the new govern- 
ment civilian employes contributory 
group life law. About 96% of eligible 
employes are taking this coverage. 
Those who retain also their associa- 
tion’s group life coverage are regarded 
as the less desirable risks, and there- 
fore commercial group life rates on 
these people will have to be increased. 

Group life premiums on government 
employes constitute 44% of Shenan- 
doah’s premium income, it has been 
stated. The company has been insuring 
nearly 125,000 government employes 
holding $210 million in group life 
policies. 


Conn. General A&H Policy 


Connecticut General has introduced 
a new A&H policy which guarantees 
a monthly income during disability to 
age 65. Named dual disability 65, it 
will pay double the monthly long term 
income during the first two years 
disability, whether caused by accident 
or illness, after a 90-day waiting pe 
riod. The policy is noncancellable 
is guaranteed renewable to age 65. 
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“The greatest tragedy that could 
happen to the life insurance business is 
for us to get into the variable annuity”, 
Holgar J. Johnson, president of Insti- 
tute of Life Insurance, told Chicago 
Life Agency Managers at a recent 
meeting. “We sell on a fixed dollar ba- 
sis and if the public ever figures that 
it is mecessary to buy annuities to 
make life insurance come out right, we 
would have an extremely hard time 
selling insurance.” 

Queried about the AFL trying to 
save agency costs by, in effect, setting 
up it own agencies, Mr. Johnson said 
this practice could spread but he doub- 
ted it. As to how this came about, he 
pointed out the terrific competition 
among the many companies for group 
insurance and that “everyone doesn’t 
wear a halo.” Also, there is an “awful 
lot of commission for which people 
never did a thing to get.” 

As to the effect of larger group lim- 
its on individual policy sales, he 
opined group will continue to bea 
necessarily important factor in Ameri- 
can life and that it is almost impossi- 
ble to provide the rank and file of the 
American people with “what you and 
I feel is adequate protection ona 
straight legal reserve basis.” 

“If you believe the public needs all 
of the insurance it can buy and if 
group is part of that, it follows you 
must admit group will continue to 
grow. It will affect individual policy 
sales but no one knows how much.” He 
reiterated this reasoning holds true 
only if group provides all insurance a 
person needs, which he doesn’t believe 
it ever will. ; 

To a question on competitive selling 
with special rate policies, Mr. Johnson 
said, speaking as an individual, he 
hates to see people sell on price alone 
since when they no longer have the 
best price they cannot sell. “If net cost 
is the only thing that counted, we 
wouldn’t have the number of com- 
panies we have today.” 


Mutual Funds Poor Buy 
for Alert Investors 


NEW YORK—The loading charge in 
mutual fund shares makes them a poor 
buy for the man who is willing to 
spend a few hours a week watching 
financial trends and doing his own 
buying and selling of securities, John 
F. Sullivan, general partner of Merrill 
Lynch, Pierce, Fenner & Beane, de- 
clared at a meeting of Life Supervisors 
Assn. of New York City. 

Investment in either stocks or mu- 
tual funds, however, is only for those 
who already have enough insurance, 
Savings and other firm financial re- 
sources, he observed. 

The major reason for his disapproval 
of mutual funds, Mr. Sullivan said, is 
the 7% to 10% loading or service 
charge which is deducted from the 
money to be invested. If, for example, 
the loading is 8% and $1,000 is to be 
invested, $80 is deducted immediately 
as a service charge and only $920 re- 
mains to be invested. This deduction 
is about three times the broker’s com- 
mission on a $1,000 stock purchase. 

The purpose of mutual funds is to 
put investment eggs in as many baskets 
a8 possible, and a careful investor can, 
with the help of a qualified stockbro- 
ker, do this without paying an 8% 
loading charge. Mutual funds, he said, 
are for those who cannot or will not be 
alert to protect their investments. 
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Variable Annuity Seen as ‘Greatest Tragedy’ 
by Holgar Johnson in Report on Life Trends 


One point of view held by some com- 
panies is that life insurance has been 
lethargic in not promoting and selling 
when every other business is doing it 
and that new policies should be cre- 
ated. Other companies say this type of 
operation is differentiating between 
policyholders and do not do it. There 
are also many other points of view, he 


the government is being invited into 
the business. 

There was a question on who had 
asked for the last increase in social se- 
curity benefits to which Mr. Johnson 
replied there was no general demand 
for it except from union people and 
employers themselves. He stressed it 
was not just the union leaders but a 
“great number of our business leaders 
in an attempt cut down on their pen- 
sion outlay.” 

He said also big names in the busi- 


something akin to the Jenkins-Keogh 
bill being passed in the next legisla- 
ture. “There is a question, however, 
of how to do it for the top echelon and 
not hurt the feelings of the lower ech- 
lon. 

Refering to unfavorable articles on 
insurance that appear from time to 
time in various publications, he said 
“apparently the only time we get ex- 
cited in the life insurance business is 
when something happens we don’t 

(CONTINUED ON PAGE 26) 


W. WERE LITTLE LOST SHEEP until we found a good home 
with Union Casualty & Life. Now we serenade our 
pioneering leaders and the modern up-to-date methods that 
help us to make a good living for our families. 

Any lost sheep who are tired of having the wool over 
their eyes should contact Union’s shepherd, Roy A. Foan. 


Roy A. Foan, Vice President and Director of Agencies 


A network of General Agencies throughout Unfon’s 16 states is 
presently in formation. A few choice territories are still available, 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect. Avenue, Mount Vernon, New York 
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COARSEY, de HAAS FEATURED AT IHOU MEET 





Debate Extra Rating Industrial Risks 


The pros and cons of extra rating in- 
dustrial business were given at the an- 
nual meeting of Institute of Home Of- 
fice Underwriters in New Orleans by 
E. Boyd Coarsey, Gulf Life, and Clyde 
R. deHaas, Equitable Life of Wash- 
ington, D. C. 


Mr. Coarsey op.ned that the rating 
principle is as applicable to industrial 
as it is ordinary because a primary 
purpose of underwriting is to make in- 
surance available to the greatest num- 
ber of persons possible. By rating in- 
dustrial issues, he said his company 





how do YOU measure 
BIGNESS? 


A life insurance company must be big enough to 
enjoy the economic advantages of bigness. Right? It 
must be big enough to have a desirable geographical 
distribution of risks, be a factor in the investment market 
and employ topflight investment, medical, underwriting, 
and actuarial talent. In this respect American United 


IS big.* 


To a good underwriter or general agent, however, 
there are other measures of bigness: the willingness of 


the home office to solve individual problems . 


.. help 


with questions on business insurance, estate planning, 
and employee benefit plans; having the facilities to assist 
with practical sales training methods and the ability to 
produce unique and usable sales tools—both for the 
beginner who starts by selling a “‘package,” and for the 
advanced underwriter who looks for occasional technical 
assistance. American United is big in THIS respect, too. 


* Assets over $100 millions, insurance in force over $550 millions 


















































AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian Street 


Indianapolis, Indiana 








GLoBE Lire INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 


COVERAGES—Ages 0-60 


For Particulars Write Home Office 
159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 





has been able to insure a far greater 
number of persons. 

Extra rating is a distinct advantage 
in writing family groups, Mr. Coarsey 
contended. Without a method for prop- 
erly writing the substandard risk in a 
family group, he said it would be nec- 
essary to make an exception to under- 
writing standards or run the risk of 
losing the entire group. 

Besides boosting agent production, 
Mr. Coarsey said a rating system helps 
in training the field force to do a bet- 
ter job of underwriting. Agents will be 
more agreeable to asking applicants 
questions and furnishing the home of- 
fice with correct information when 
they realize there is a procedure for 
writing the substandard risk. 

Mr. Coarsey said he also believes us- 
ing a properly designed and applied 
extra rating system would help reduce 
the number of policies issued in stand- 
ard classification which should have 
been declined. Companies offering on- 
ly standard rates for a variety of rea- 
sons may find themselves “stretching 
a point.” He noted it is his company’s 
experience that rated industrial policy- 
holders have a tendency to maintain 
their insurance to a_ greater degree 
than the average policyholder. 


On a borderline industrial case, Mr. 
Coarsey said the insurer usually finds 
it must request additional information. 
perhaps an attending physician’s state- 
ment or commercial inspection report. 
This information is expensive to ob- 
tain and often indicates the risk should 
be declined. The speaker suggested a 
more logical practice would be to ap- 
ply the proper extra premium or a re- 
duction in ultimate amount to take 
care of the extra hazard, thereby com- 
pensating the company somewhat for 
the additional expense. 

Since the establishment of Gulf’s 
rating system, Mr. Coarsey said morta- 
lity results have steadily improved, in- 
dicating such a plan can protect a com- 
pany adequately and be fair to policy- 
holders. 

Mr. deHaas contended that indus- 
trial insurance that can be issued at all 
can be issued standard and still permit 
favorable mortality, reasonable costs 
and adequate profit. Weekly premium 
is a high volume, low individual 
amount business that must be handied 
simply and at low cost if it is to be 
profitably operated, he said. A proce- 
dure that may tend to complicate its 
handling will adversely effect profit, 
something which anticipates among 
many other factors maintenance of 
agent, and public good will, favorable 
mortality and reasonable costs. 

Mr. deHaas wondered if companies 
which use rating aren’t taking a small 


number of cases out of a large volume 
business and treating them as a spe. 
cial class when they could have beg 





reasonably absorbed in the industrig 
group as a whole. } 

A comparison of 1941 standard ang 
substandard industrial with CSO mor. 
tality and the 1951 impairment study 
were presented by Mr. deHaas. Giving 
equal weight to all ages, he said stan. 
dard industrial allows for about 150% 
of CSO, substandard about 250%. “Buy; 
actually,” he said, “current normal or. 
dinary mortality should not approach 
CSO. About 60% of CSO would be one 
reasonable assumption, and if such js 
the case standard industrial would al. 
low for nearly 250% of normal. This 
would cover a great proportion of that 
rated industrial you are handling with 
extra effort.” 





Referring to the 1951 impairment 
study, Mr. deHaas said “it appears that § 
250% of the resulting rates are less 
than the 1941 standard industrial mor. 
tality rates. Hence, if premiums were 
calculated for 1941 standard industrial 
mortality there would be a margin for 
profits and contigencies after provid- 
ing for acceptance of industrial appli- 
cations through 250% or table 6 using 
ordinary underwriting manuals as a 
guide. Furthermore, all industrial busi- 
ness is not substandard table 6. Most is 
less. Therefore, if industrial can be ac- 
cepted through table 6, why go to the 
expense of selecting insurables among 
the relatively small group of cases 
above table 6 which should be re- 
jected?” 


National L&A Promotes 
Hughes, Three Others 


National Life & Accident has ad- 
vanced Norman M. Hughes from vice- 
president and actuary to vice-presi- 
dent and chief actuary; J. Eugene Tay- 
lor from associate actuary to actuary; 
R. L. Wagner from assistant actuary to 
actuary; and W. C. Collins from super- 
visor in field research, planning and 
development, to assistant secretary. 

Mr. Hughes went with National L&A 
in 1938 from Lincoln National. Before 
that he was with Columbian National. 
He was made a director in 1945 and 
vice-president and actuary last year. 
He is a fellow of Society of Actuaries. 

Mr. Taylor joined the company in 
1938. He formerly was with Metropol- 
itan Life. He is secretary of A&H Un- 
derwriters Conference. 

Mr. Wagner has been with L&A 
since he graduated from University of 
Iowa in 1940. He is a fellow of Society 
of Actuaries and immediate past pres- 
ident of Southeastern Actuaries Club. 

Mr. Collins began his L&A career in 
1940. He is a fellow of LOMA. 
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Head table dignitaries at Syracuse Life Underwriters Assn.’s celebration of 
its 50th anniversary: Left to right, Paul H. Conway, John Hancock, Syracuse 
CLU president; Charles W. Bennett, State Mutual Life, general chairman of 
the celebration; Laurence A. Bourdon, president of Syracuse Estate Planners 


Novem 





Council; Lester O. Schriver, NALU managing director; Evan N. Conklin, Eqai- 
table Society, Syracuse association president; Benjamin D. Salinger, Mutaal 


Benefit Life in New York City, New York state association president; Arthur — 


F. Lewis. state Mutual Life, Syracuse association past president. 
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Three Generations 
Dedicated to Freedom! 


“*,.. toeffect their safety and happiness . . . to 
provide new guards for their future security.” 


To these determined words from the Dec- 
laration of Independence, the patriotic 
citizens of a new nation pledged their lives 
and fortunes! Young and old alike shoul- 
dered the responsibility of winning security. 
The famous “Spirit of °76" vividly portrays 
three generations of Americans banded to- 
gether in their firm purpose. 





Freedom From Financial Uncertainty...Your Children’s Heritage 


with a Penn Mutual “Independence Plan” 










Back of 
your independence 
stands The 
PENN MUTUAL 




















When our nation was being forged, children shared all the insecurity of their 
parents’ uncertain future. Then the Declaration of Independence bequeathed to 
all of us a birthright of “Life, Liberty and the Pursuit of Happiness”. Now, 
through a Penn Mutual Independence Plan, you can help your children enjoy 
these freedoms with the added freedom of financial security. 


It is almost certain your children will buy life insurance some day. Why not give 
them the many benefits of an early start, with their own Penn Mutual Independ- 
ence Plan? It is insurance at a fraction of what it would cost them in later years. 
But it is much more! It can be tailored to your particular situation . . . can be 
modified later to meet their changing needs. Its mounting cash values can assure 
a college education, or help to build a home one day. And, when your children 
are ready to take over the premium payments themselves, they will continue to 
benefit by the same low rates you start them on today! 


Call your friendly Penn Mutual Underwriter now. You can depend on his com- 
petent advice in starting your children’s Independence Plans. It is the most 
practical of all Christmas gifts... will grow in value through the years. 








THE PENN MUTUAL LIFE INSURANCE COMPANY - INDEPENDENCE SQUARE, PHILADELPHIA 





THE PENN MUTUAL BELIEVES IN PROMOTING ITS OWN PEOPLE TO POSITIONS OF MANAGERIAL RESPONSIBILITY 
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28 Committee Heads 
Appointed by NALU 


President Robert L. Walker of Na- 
tional Assn. of Life Underwriters has 
appointed 28 standing and special 
committee chairmen: 

Affairs of veterans and servicemen, 
L. J. Grayson, Travelers, Washington, 
D. C.; agents, W. H. Pryor, Connecticut 
Mutual, Milwaukee; associations, M. 


W. Peterson, Lincoln National, Char- 
lotte, N. C.; by-laws, O. P. Schnabel, 


Jefferson Standard, San Antonio; 
compensation, S. C. Collins, Metropol- 
itan, Buffalo; conservation, Jack 
White, Prudential, Los Angeles; con- 
vention program, H. N. Phillips, Sun 
Life of Canada, Detroit; cooperation 
with National Assn. of Investment 
Companies, Benjamin D. Salinger, 
Mutual Benefit Life, New York City; 
credentials, F. E, Simmons, Jr., Pan- 
American, New Orleans; disability, R. 
L. McMillon, Business Men’s Assur- 
ance, Abilene, Tex.; federal law and 
legislation, G. S. Brown, Penn Mutual, 
Chicago; field practices, W. S. Hend- 





hice Keys 


TO MORE A & H SALES 





selling easier 


Income Replacement Plans with 
following features: 


Lifetime Accident and 
Sickness benefits from 
first day. 


Accidental Death and 
Dismemberment benefits. 


Hospital, nurse's care, 
and ambulance expenses. 


Sales folders that eliminate 
use of a rate book. 


Folders have application, 
rates, benefits, sales 
proposal in one brochure. 


HIGH FIRST YEAR & 
RENEWAL COMMISSIONS. 


Md 


“Providing sound coverage at reasonable 





Insurance Company 


Interested? We'll be glad to send you the sales material. See for yourself. 


Do the keys fit your agency plans. 





Name 






A full program with accident and 
health, hospital expense, and pay- 
check plans to go with a complete 


portfolio of Life insurance. 


cost through competent representatives . 
CWHRC Cd NATIONAL LIFE 


; Please send me your A & H sales material. No 
obligation of course. 


. Me ntelary . [. vA 





Address 





City 


State 








General Agencies open in Ohio, Va., 
Ww. 


Va., Mich., Kentucky. 





ley, Jr., Mutual of New York, Colum- 
bia, S. C.; finance, Osborne Bethea, 
Prudential, Newark; functions and ac- 
tivities, A. J. Nussbaum, Massachusetts 
Mutual, Milwaukee; group, D. B. Flue- 
gelman, Connecticut Mutual, New 
York City. 
e e e 

Also, membership, J. C. Donohue, 
Penn Mutual, Baltimore; public infor- 
mation, W. S. Cobb, Jr., Connecticut 
Mutual, Boston; publications, S. B. 
Starrett, Jr., Guarantee Mutual, Oma- 
ha; relations with attorneys, T. M. 
Green, Massachusetts Mutual, Okla- 
homa City; relations with other organ- 
izations, Elsie S. Doyle, Union Central, 
Cincinnati; relations with trust offi- 
cers, Paul H. Conway, John Hancock, 
Syracuse; research and industry de- 
velopment, W. D. Davidson, Equitable 
Society, Chicago; resolutions, R. B. 
Walker, New York Life, Hollywood, 
Fla.; social security, A. C. Adams, John 
Hancock, Philadelphia; state law and 
legislation, O. D. Pritchard, Union 
Central, Indianapolis; underwriter ed- 
ucation and training, Howard V. 
Krick, Penn Mutual, New Haven; 
women underwriters, Laura M. Ben- 
ham, Prudential, Niagara Falls, N. Y. 


National: Vt., Ups 
ADB, Term Limits 


National Life of Vermont has liber. 


alized limits on its accidental death ; 


benefits, term insurance, and the term 
riders introduced earlier this year, 
The ADB ceiling has been raised from 
$50,000 to $100,000. By age brackets 
the former and new maximums are; 
15-19, $10,000 to $25,000; ages 20-24 
$25,000 to $50,000; and ages 25-55 
$50,000 to $100,000. 

The company’s usual limit for ADB 
in force and applied for in all compa. 
nies will be $100,000 but in selecteg 
cases higher amounts will be consid. 
ered. 

The five-year renewable term limit 
has been increased from $50,000 to 
$100,000. The normal limits on all oth. 
er term plans are now $100,000 on ages 
20-24 and 51-55, and $150,000 on ages 
25-50, which replace the former limits 
of $100,000 on five-year non-renewa- 
ble term and $50,000 on all other term 
plans. 

On the family income and level term 
riders introduced earlier this year, 
limits are boosted to $100,000 for ages 
20-24 and $150.000 for ages 25-55. 





EVERYONE'S 


TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 


—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 
Colorado, District of Columbia, Florida, Georgia, Hawaii, 
Idaho, Indiana, Kansas, Louisiana, Maryland, Michigan, 
Minnesota, Mississippi, Missouri, New Jersey, New Mexico, 
North Dakota, Ohio, Oregon, Pennsylvania, Puerto Rico, 
South Carolina, Tennessee, Texas, Vermont, Washington, 
and now in Maine, the 28th state. 
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For 23 years before 
considerations of health 
dictated a change, 

Mr. Wynkoop’s entire 
career was in the field 
of manufacturing and 
engineering. He 

had no previous life 
insurance experience 


whatever. 





“SALES FAR EXCEEDED 
ONE HALF MILLION 
MY FIRST YEAR...” 


September 16, 1954 


Mr. W. H. Alley, Regional Manager 
The Franklin Life Insurance Company 
Tulsa, Oklahoma 


Dear Bill: 
Today is the first anniversary of my association with 
the Franklin organization, and I have spent the last 
hour or two looking over the records of accomplish- 
ments for that period. When I first talked with you 
last year, I had no idea that the results would be so 
gratifying. At that time I was faced with the prob- 
lem: of changing my vocation. When one does this, 
especially at the “‘tender” age of 47, he naturally 
expects a loss in income, But with your able as- 
sistance and with the assistance of the exclusive 
contracts offered by Franklin, the accomplishments 
of this first year have amazed me. 
In reviewing the record I find that my total sales 
for the first 12 months far exceeded the one half 
million dollar mark, and my first year commissions 
exceeded the $10,000 goal by more than $6,000. When 
you set these goals for me, I thought you were being 
overly optimistic, but I now find that your figures 
were actually conservative. When you told me that 
75% of my sales (if I were successful) would be in 
the Franklin exclusives, you were also conservative. 
They represent all but four of the applications writ- 
ten—about 98% of my sales. 
I don’t know how to thank you enough for the as- 
sistance you have given me during the past year, and 
I also can not thank Franklin enough for the exclu- 
sive contracts. 

Sincerely, 


C. N. Wynkoop 











An agent cannot long travel at a faster gait than the company he represents. 





Lhe Friendly 





pa FIRANICILIN ILE Sas 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 
Over a Billion Six Hundred Million Dollars of Insurance in Force 
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NEWS 


from 


lI 


A WELL-BALANCED COMPANY 


NOTE 





Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 
This policy, written $15,000 minimum, carries a very 
low cost with low premiums, substantial 
dividends and high cash values. 
It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 











INSURANCE 







ASSOCIATION 





OF AMERICA 


For four decades 

Life Insurance Association of America 
has engaged in research in the law, 
statistics, and economics of life insurance. 


This research, and practical cooperation 
of LIAA members has saved much 
time, money, and effort .. . to the 
benefit of all in the industry. 


707) Apsurance Compaey~ 
CE, /GEORGIA 


see 
HYG INSURES THE SOUTH ° SINCE 1891 € 
wp. wouwe ovvsce atianwta 


OVER A BILLION DOLLARS LIFE INSURANCE IN FORCE 















Says Reversionary 
Interest Can Be 
Easily Forestalled 


NEW YORK—tThe concern that 
many commentators on the new reve- 
nue code have expressed about letting 
an insurance policy be subject to 
estate tax because of a reversionary 
interest in excess of 5% is not shared 
by Harry S. Redeker, general counsel 
of Fidelity Mutual Life. 

Addressing a recent meeting of the 
New York City Life Underwriters, 
Mr. Redeker said he could see no dan- 
ger of a policyholder’s estate being 
taxed under this provision if there 
were an outright transfer of a policy 
to the wife, “her executors, adminis- 
trators or assigns.” 

Under the new law, proceeds of life 
insurance payable to _ beneficiaries 
other than the executor are subject to 
estate tax only if the insured possesses 
incidents of ownership. Also, the prior 
law is changed so that a reversionary 
interest exceeding 5% of the value of 
the policy immediately before the 
decedent’s death is now regarded as an 
incident of ownership. The reversion- 
ary interest, he pointed out, may arise 
either “by the express terms of the 
policy or other instrument,” or by 
“operation of law.” 

Mr. Redeker gave as an example of a 
reversionary interest arising by ex- 
press terms the transfer of a policy 
“to my wife, and if I survive her, 
ownership to revert to me.” An ex- 
ample of a reversionary interest arising 
by operation of law is a transfer “to 
my wife during her lifetime.’ The 
law will “operate” to determine suc- 
cession of ownership at the wife’s 
death. Mr. Redeker said he would uni- 
formly use the wife as the donee in 
the illustrations, but that the general 
principles applied as well to other 
donees. 

If there is an outright transfer to a 
wife as suggested in the first of the 
above three examples, the possibility 
that the insured may regain owner- 
ship under the intestacy laws is a 
mere expectancy and could not proper- 
ly be classified as a reversionary inter- 
est, he said. Mr. Redeker traced the 
legislative history of this reversionary 
interest language in the estate tax law. 
He pointed out that it was adopted in 
1949 as a provision to give statutory 
relief from the Spiegel case, in which 
a remote possibility of reverter having 
an actuarial value of less than $100 
gave rise to an estate tax liability of 
almost a half million dollars. 

Under prior law a reversionary in- 
terest could subject to estate taxation 
property other than life insurance. 
Incorporation of this language in the 
new code provision for life insurance 
taxation merely implements the gener- 
al pattern of taxing life insurance on 
the same basis as other proverty. There 
is no indication, he said, that the 
Treasury department will seek to place 
a strained construction on the phrase 
“reversionary interest.” There is a 
serious question whether a Treasury 
regulation could validly transpose a 
mere expectancy into such a statutory 
reversionary interest. In the remote 
event that such an interest were said 
to exist, its actuarial value would 
seemingly be zero in view of the 
donee’s absolute control. 

Plans should be considered to avoid 
an actual reversion to the insured, 
either by appropriate provisions in 
the donee’s will or by naming con- 
tingent owners in the instrument of 
transfer. If the insured dies within 


three years of the date of transfer 
the policy proceeds may be taxed to 
his estate as a gift made “in contem. 
plation of death.” Moreover, if substan. 
tial policy values have been built up, 
gift tax implications may arise. Both 
the last-mentioned considerations are 
avoided if new insurance is taken out 
in preference to transferring existing 
insurance. 

The attorney for the parties must 
give attention to the method of han- 
dling premium payments, if the insured 
intends to furnish funds for this pur- 
pose on a policy owned by his wife, 
Simply to mail his check to the in. 
surance company may attract adverse 
estate tax consequences. Suppose an 
insured transfers a policy to his wife. 
Assume that he pays one premium be- 
fore the transfer and nine premiums 
thereafter. He dies after paying the 
10th annual premium. It may be con- 


tended that there will be taxed to his 
(CONTINUED ON PAGE 22) 





If you are a good producer, 
we have an unusual DIRECT 
CONTRACT which automat- 
ically puts you in “first chair” 
with a “virtuoso’s share” of 
the premiums. 





We have an exceptionally fine port- 
folie of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
lowa, Kentucky, Missouri, 
Mississippi and 
Arkansas. 
WRITE TO: 


yn NG 8 8©=—- J. DeWitt Mills 
Supt. of Agents 


Mutual Savings Life 


$701 Waterman $t. Levis 12, Me. 



























Service Guide 














World’s Only Recorder of its Kind 


WALKIE-RECORDALL 
B-LB SELF-POWERED BATTERY RECORDER 


ecords noiselessly in or out of closed 
aL eR Lew brietcase, containing hidden mike while 
© PICKS UP WITHIN watking, riding, flying. Conferences, lectures, 
60 FT RADIUS Gictation, 2-way phone. Permanent, unalter- 
PET TAS TAIT Lid Eee able, indexed recording at only 3c per hr. 
Sa EEL oeid MILES REPRODUCER CO., INC. 
LMS 812 Broadway, N.Y. 3, N.Y. 
Dept. NUL 


@ AUTOMATIC UNDETECTED 

















MANAGEMENT 
CONSULTANTS 




















O’TOOLE ASSOCIATES 
Management Consultants 


To Insurance Companies 
Established 1945 


P. O. Box 101 Queens Village, N. Y. 





Phone — Hollis 4-0942 


— 
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LIAM A Staff Tells How Companies Solve 
Major Current Problems in Sales Field 


Current ideas and trends in agency 
management were discussed by a pan- 
el of 11 LIAMA staff consultants dur- 
ing the annual meeting of the asso- 
ciation in Chicago. Lewis W. S. Chap- 
man, LIAMA director of company 
relations, moderated the panel, “Let’s 
Talk Shop.” 

Burkett W. Huey, associate director 
of company relations, told how life 
companies can be more competitive. 
One company centered its campaign 
to meet competition by going all out 
to improve the service it gives agents. 
It named July and August agency 
service months for a special home of- 
fice campaign in which every relation- 
ship between the home office and the 
field was re-examined in every de- 
partment to see what opportunities 
existed for providing better service. 

Nearly 100 procedural changes were 
made to speed up service and elimin- 
ate red tape, Mr. Huey said. More im- 
portant, there was an improvement in 
attitude. 

Donald Bramley, discussing weekly 
premium and ordinary, said the trend 
is toward developing and intensifying 
existing territory, as opposed to ex- 
pansion into new areas. The lapse ex- 
perience this year clearly shows the 
need for quality development, rather 
than the scattering of efforts over a 
wide area, he said. 

e a e 

The tendency to monthly premium 
business is not new, but seems to be 
gaining momentum. Monthly business 
persists considerably better than 
weekly business on a comparable ba- 
sis. It fills needs better, and as a re- 
sult, encourages needs selling. Furth- 
ermore, it opens a new market among 
a growing group of people who are 
prospects for ordinary but whose pay- 
ing habits are monthly. 

The trend toward guaranteed mini- 


mum salary for agents exists because % 


of an effort to attract the type of man 
the prospects want, in an effort to 
make the job a better one, in an ef- 


fort to permit a man to write the | 
| quality of business that he, the policy- 


owner, and the company can profit 
from. 

Richard N. Ford talked about the 
painless system under which policy- 
owners receive no premium notices 
and write no checks. They authorize 
the insurance company to _ write 
monthly checks against their accounts. 


The premium is as low as one-twelfth { 


of the annual or at least discounted 
to be less than the regular monthly 
premium. The company hopes for bank 
cooperation by setting up a plan that 
fits bank practice and relieving the 
bank of liability. 


American Bankers Assn. wrote 
Members this fall opposing this plan, 
Mr. Ford explained. One objection was 
that payment of drafts would involve 
additional work since authorization 
files would need to be referred to and 
the drafts probably would not conform 
to ABA standards. Mr. Ford said it is 
Possible to give the bank guarantees 
that will permit handling of the drafts 
without reference to the authorization 
form. 

Another objection was that the plan 
would be complicated and costly for 
banks catering to special checking or 
No-minimum-balance checking ac- 


_ Count depositors. Mr. Ford explained 


that it is possible to restrict the plan 
to those with regular checking ac- 


counts, or perhaps to change some 
cases to a regular account. 

Bankers shudder in contemplating 
150 or 200 life companies collecting 
premiums in this way with a multipli- 
city of check sizes, wording, colors and 


@6 


different authorization forms, Mr. Ford 
said. The answer may be a standard 
streamlined plan which would be ac- 
ceptable to the banking industry. 
LIAMA and Life Office Management 
Assn. have suggested to ABA the idea 
of a joint committee to explore this 
possibility. 

William T. Fiquet dealt with the 
problem of sales let-down the first of 
the year. One company has a “quick- 


starter” campaign in January. Mini- 
mum production figures are established 
and a large list of prizes awarded to 
qualifying agents. A prize to the wife 
of each agent writing business in the 
first 10 days of the year has proved 
very effective. The contest is also tied 
into the club program for the year and 
the agents’ convention. In the first 
year production for the month was 
(CONTINUED ON PAGE 18) 


re wives realistic when it comes 


to family security?” 
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an important part of her security program. 



















A NORTHWESTERN MUTUAL POLICYHOLDER. Miss Cleary’s life insurance holdings are 


A message of importance to 
both husbands and wives 


by MISS CATHERINE B. CLEARY 


Vice President, First Wisconsin Trust 
Company; Past President, National 
Association of Bank Women 


"t many families, I understand, the 
buying of life insurance is con- 
sidered the man’s responsibility. He 
often feels—I wonder how wisely— 
that his wife should not be asked to 
think about such things. 

“From my exposure to the financial 
planning of many families, I believe 
this attitude ignores an important 
point. Isn’t it the wife who knows 
best the day to day money needs of 
the family? She is concerned with 
the detailed costs of keeping the 
family going and stretching the family 
income so that part can be saved. 

“She is well equipped to look at 
life insurance wisely, not in terms of 
its face value alone, but how ade- 
quately it can take the place of the 
husband’s income in providing for 
the family, month by month for years. 

“T know that life insurance agents 
welcome a wife’s views. I only wish 
more husbands would count her in as 
the partner she should be in planning 
the family security program, for only 
if she understands the plan will she 
have a true sense of security.” 


A NORTHWESTERN MUTUAL AGENT 
CAN HELP SOLVE YOUR PROBLEM 


Y character, ability, and training, 

Northwestern Mutual agents are well 

qualified. Many have earned the designa- 
tion of Chartered Life Underwriter. 

Why do they choose to represent this 
company? It is one of the world’s largest, 
has over 97 years’ experience, and accepts 
applications only through its own agents. 

Because of its unique advantages, in- 
cluding low net cost, nearly half the new 
Policies issued go to present policyholders. 

For a sound review of your security 
plans, call a Northwestern Mutual agent. 


KARSH, OTTAWA 


Zhe NORTHWESTERN MUTUAL 2, Aesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME AND NEWSWEEK 
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Minnesota Agents 
Line Up Against 
Compulsory WC 


ST. PAUL, MINN.—Insurance men 
here voiced strong opposition to any 
form of state-administered sickness 
and disability insurance at a public 
hearing at the state office building. 
The hearing, called by the special ad- 
visory council on sickness and disabil- 
ity insurance, was the final step 
before the drafting of recommenda- 


tion to be presented to the governor 
and the legislature regarding the need 
for legislation providing coverage for 
those temporarily unemployed by 
sickness or disability and not covered 
by workmen’s compensation. 
Speaking for Minnesota Assn. of 
Life Underwriters, President Sabel J. 
Anderson said members of his organi- 
zation “are unalterably opposed to any 
move toward further socialization in 
the insurance field.” Private industry 
is doing an adequate job in taking care 
of workers’ needs, he said, adding that 
public acceptance of insurance offered 


A Door Opener withan 


One of a Series of 
Messages on New Ways 


Midiand Life Helps Field 


Men Increase Thei 


“SS 


r 


_ Message +1 


f 


“Interview Quickener ~ lf 
--Unique, Result Proven! 


Yes, this is something distinctly different in 
Life Insurance selling helps. It’s copyrighted by 
our own staff—and result-proven by our field rep- 


resentatives. A quick way 


to spark a profitable 


interview! But it is nothing unusual for Midland 
Mutual Life! It is merely typical of the many 
unique sales aids Midland’s selling force has for 
boosting their sales—their income. And this spe- 
cial Home Office Cooperation extends to every 
phase involved in successful life insurance sell- 
ing. That’s why so many Midland men are regu- , 
larly setting new records for themselves. 


If you'd like a “look” at this 
new way of “opening doors” 
and other points of our 
“‘field-building’’ methods 
we'll be glad to hear from 
you. There’s no obligation 
and it’ll be confidential. 
Write Russell S. Moore, 
Manager of Agencies. 


Watch for early appearance 


of Message #2 on 
“Interest Stimulators”’ 





The MIDLAND MUTUAL Life Inounance Comparuy 


250 E. Broad Street 


Columbus 16, Ohio 


by private companies shows the public 
is willing to risk economic ills and does 
not want compulsory insurance. 

“Compulsory health and disability 
insurance would mean more compul- 
sion on employers and would punch 
another hole in the worker’s pay- 
check,” declared J. Peter Devine, pres- 
ident of Minnesota Assn. of A & H 
Underwriters. 

Also taking part in the discussion 
were representatives of the Minnesota, 
Minneapolis and St. Paul agents’ asso- 
ciations, as well as speakers from small 
business firms who lined up with 
agents in the fight against compulsory 
A &H. 

“The pressure is heavy on small 
merchants now,” said Thomas H. 
Hodgson, spokesman for Minnesota 
Retail Federation. “We are paying for 
unemployment compensation, work- 
men’s compensation insurance and oth- 
er business overheads. We can’t pay 
out much more.” 

Four objections to the state plan 
were offered by Edwin W. Elmer, rep- 
resenting Minnesota Canners & Freez- 
ers Assn. and Independent Retail Lum- 
bermen’s Assn.: 

1. Private voluntary plans are avail- 
able that can be tailored to fit any 
industry; 2. Absenteeism would be in- 
creased; 3. Industry has no problem in 
securing adequate coverage from pri- 
vate sources, and 4. A state plan would 
be more expensive and less efficient. 

An employer should not be taxed to 
pay for such normal hazards as sick- 
ness and disability, which are in no 
po connected with employment, he 
said. 


Milwaukee A&H Men 
Meet; Hear M. G. Olson 


Maurice G. Olson, superintendent of 
agents of Continental Casualty at Mil- 
waukee, spoke at the November meet- 
a of A & H Underwriters of Milwau- 

ee. 

Dale B. Potts, president, announced 
plans for local participation in the In- 
ternational association’s membership 
drive. Four cash prizes will be awarded 
agents with the largest number of new 
membership applications. 


Ohio State Shows Progress 


President Frederick E. Jones of Ohio 

State Life reported at the quarterly 
meeting of directors that September 
was one of the best production months 
of the year, paid business topping 
September, 1953, by 19%. He said in- 
surance in force for the first nine 
months shows a substantial gain, as 
does A&H for the past month. 
_ Ohio State Life agents are conclud- 
ing the annual president’s campaign 
in honor of Mr. Jones. A series of 
meetings is being arranged, at which 
leaders will be honored. 


Hear Huebner at Seattle 


More than 400 agents attended a 
Seattle CLU chapter meeting addres- 
sed by Dr. S. S. Huebner, president 
emeritus of the American College. He 
spoke on the “Human Life Value Con- 
al and also presented CLU designa- 
ions. 


Tie Up Okla. State Life Funds 

A dispute over control of Oklahoma 
State Life resulted in a federal court 
order at Oklahoma City blocking trans- 
fer of any company funds pending a 
hearing. 

Leonard Hyatt, who requested the 
order, said he was named president 
when the insurer moved its headquart- 
ers to Oklahoma City from Holdenville, 
Okla., about a year ago. He claimed 
two directors, D. W. Huffines and Lou- 
ise Huffines, had voted to remove him 
as president. He said his vote and 
those of two other directors were not 
cast at the removal meeting and, there- 


fore, he still is legally the chief of. 
ficer. ; 

Oklahoma State Life is a stipulated 
premium company which at the end of 
1953 had insurance in force of $2,748. 
000. 
Remick Named Josephson Aid 

Robert M. Remick, Jr. has_ been 
named educational director of Halsey 
D. Josephson agency of Connecticut 
Mutual in New York City. A CLU, he 
started in life insurance in 1950 with 
New England Mutual. 

The agency has enlarged its office 
space and now occupies the entire 
fourth floor at 527 Fifth avenue. 


QUALIFIED 


Ransom Strickland, Norfolk, is the 
youngest man in the Diamond 
Circle of top Pacific Mutual field 
leaders, 

“If there is any sure recipe for 
field achievement", declares Ran- 
som, “I believe it’s in knowing 
from the start that you’re condi- 
tioned to make the grade. 

“Pacific Mutual’s Pre-Induction 
Tests showed | could succeed. So 
| always know that my investments 
in study and hard work will pay off. 
| never need to wonder whether 


i'm in the right business!” 


LIFE INSURANCE COMPANY 
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~ FRATERNALS 


Mrs. Torkelson Killed 
in Auto Crash; Headed 
Royal Neighbors 


Mrs. Frances L. Torkelson, 68, su- 
preme oracle of Royal Neighbors and 
prominent nation- 

ally in fraternal 

affairs, and her 





husband, Torkel A. Hubert Fairchild, Cedar Rapids. 


Torkelson, 80, were 
killed last Sunday 
in an automobile 
accident 10 miles 
northwest of Little 
Rock, Ark. They 
were enroute to 
Little Rock where 
Mrs. Torkelson 
was to address a 

Frances L. Torkelson meeting of Arkan- 
sas Fraternal Congress. It is believed 
the car struck a soft shoulder. It left 
the highway and collided headon with 
a tree. Mrs. Torkelson, who was driv- 
ing, was killed instantly and her hus- 
band died later in a hospital. 

Mrs. Torkelson for many years had 
made great personal contribution to 
fraternal activities outside her own 
organization, winning widespread 
prominence. She was 2nd vice-presi- 
dent of the Presidents Section of Na- 
tional Fraternal Congress and had 
served on a number of NFC commit- 
tees. She headed the public relations 
committee in 1953-54 which completed 
the NFC project through which more 
than $60,000 were donated to the Red 
Cross blood program. She also was a 
past president of the Nebraska Fra- 
ternal Congress. 

For 37 years a supreme officer of 
Royal Neighbors, Mrs. Torkelson was 
elected supreme oracle in 1950 and 
returned to the organization’s highest 
position at its quadrennial convention 
last June in Buffalo. She was active 
in Royal Neighbors for 47 years, and 
had distinguished herself as a business 
woman before becoming a supreme 
officer in 1917 and a director in 1927. 

Mr. Torkelson had retired 20 years 
ago after a selling career. 


Premium Loan Provision 
Not Non-Forfeiture Benefit 


Under California Code 


LOS ANGELES—Attorney General 
Brown has issued an opinion advising 
that a premium loan provision in a 
fraternal benefit society certificate is 
not a non-forfeiture benefit within 
the meaning of the insurance code. 

There is no ban against including 
such provision in a certificate, how- 
ever, and if the commissioner finds 
such provision is more favorable than 
any other non-forfeiture provision 
otherwise required, he may approve 
the certificate form for issuance even 
if it has no non-forfeiture benefit. 


Modern Woodmen Reduces 
Rates on Ordinary Life 


Modern Woodmen has made a 
large reduction in its ordinary life 
rates, maintaining the same cash val- 
by but raising the minimum to $5,- 


e Farrar Newberry, president of 
Woodmen of the World, Omaha, ad- 
dressed 360 high school seniors at a 


| Career day luncheon in Nebraska City, 


Neb. Mr. Newberry described the pres- 
idents, from Washington to Eisenhow- 
er, and how each faced the problems 
of government. He is one of two men 
In the country who has visited the 


homes and/or tombs of all the presi- 
dents. 


Ia. Fraternal Congress Meets 


Iowa Fraternal Congress at its an- 
nual convention in Waterloo elected 
Lawrence G. Messeck, LeMars, presi- 
dent. Other officers are T. E. Holm- 
berg, Ames, and Mrs. Leah Southard, 
Traer, vice-presidents; Jerry D. Ra- 
hovzal, Cedar Rapids, secretary; and 
the following executive committee 
members: E. W. Anderson, Cedar 
Rapids; Leo J. Meuser, Dubuque, and 


R. G. Hungate Returned 


to Ben Hur Life Helm 


R. G. Hungate was reelected na- 
tional president of Ben Hur Life at 
its quadrennial convention in Knox- 
ville, Tenn. 

R. B. McCain was reelected nation- 
al secretary, and D. W. Grier was 
named national treasurer. Mr. Grier 
succeeds S. E. Grimes, who has re- 
tired. 

Named to the executive committee 
are Henry J. Busch, Buffalo; James 


A. Ross, Fort Wayne, Ind.; Ralph B. 
McGhee, Decatur, Ill., and Robert R. 
Hungate, Crawfordsville, Ind. 

R. G. Hungate is the only person in 
the company’s history who has served 
as treasurer and national secretary 
as well as president. He joined Ben 
Hur Life 43 years ago, serving in both 
field and home office posts before 
becoming president in 1950. Mr. Mc- 
Cain has been with Ben Hur since 
1934 and Mr. Grier since 1935. 

The well-attended convention con- 
cluded with a tour of the great Smo- 
key Mountains. 


- 





Cock-a-doodle don’t! 


' \ hen you pass a milestone in your career, there’s 
always the temptation to do a little crowing. 

For instance, National Life has passed another 
milestone by going over the billion and a half dollar 
mark of insurance in force. In 1949, when we were 
99 years old, we passed the billion mark and in the 
short period of five years another half billion was 
put on the books. Of the nearly 900 life companies 
in the United States, approximately 30 have topped 
the billion and a half mark. So probably we could 
be forgiven for making quite a fuss about it. But 
actually, what’s behind the billion and a half? 

The real point, it seems to us, is that in our 
104-year history more than a million policies have 
been issued to people all over the country who have 
chosen our mutual company to help them become 
financially independent. Since its founding in 1850, 
National Life has paid to policyholders and bene- 


ficiaries over $740,000,000. Today over 315,000 
policies and annuities are in force on families and 
individuals who have placed in our hands their 
hopes and plans for the future with a valuation of 
over one billion and a half dollars. 

This makes us feel proud . . . and humble at 
the same time. That’s why we’re not doing much 
crowing. ... 

But when we mail out these monthly checks 
and stop to think what each one means — a deserv- 
ing student sent to college . . . a fatherless family 
held together under its own roof ... a widow 
maintained in decent comfort . . . an elderly couple 
retired to well-earned 
leisure .. . 

That’s when we 
really feel like crow- 
ing! 


National Life of VERMONT 


Insurance Company 


Monipeliee 
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CIO to Shape Welfare 
Ethics at N. Y. Hearing 


Key insurance company figures will 
participate in a hearing to be conducted 
in New York City Nov. 22-23 by the 
CIO ethical practices committee, whose 
recommendations, probably including a 
set of minimum standards for operating 
pension and welfare funds, will be 
taken before the CIO convention at 
Los Angeles Dec. 6. 

Invited to a round-table discussion 
Nov. 22 have been vice-presidents 
Henry S. Beers of Aetna Life, Gilbert 


W. Fitzhugh of Metropolitan, Nathaniel 
E. Horelick of Equitable Society, and 
Edmund B. Whittaker of Prudential. 
Also around the table will be Abraham 
Ozeroff, president of Hospital Service 
Assn. of Pittsburgh and representatives 
of CIO steelworkers, auto workers, and 
electrical workers unions. 

Also scheduled to appear Nov. 22 are 
Superintendent Bohlinger of New 
York, C. A. Kulp, Wharton school, and 
Arthur Altmeyer, former socal security 
commissioner. 

The ethical practices committee is 
headed by Jacob S. Potofsky, president 
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REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


Theo, P. Beasley, President 


life insurance in force exceeds 


$600,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation .. . 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


Home Office, Dallas 








Additional Home Office .... 


SALES EXECUTIVE 


... wanted by strong, progressive, financially-stable legal 
reserve life and A & H insurance company in the billion 
dollar class with headquarters in the Chicago area... 


. . . successful applicant will probably have had several 
years of personal selling background plus sales manage- 
ment experience on either an agency or home office level... 


... preferred age: 35 to 45... salary: after training— 


five-figure income .. . 


address replies to: Box B-77, 


ALL REPLIES CONFIDENTIAL 


The National Underwriter Co. 
175 W. Jackson Boulevard 
Chicago 4, Illinois 








of Amalgamated Clothing Workers of 
America. Members are union execu- 
tives. A questionnaire sent by the com- 
mittee to CIO national union affiliates, 
seeking information on pension, insur- 
ance and other welfare funds, was 
really aimed at the nationals’ respec- 
tive local unions, which are mainly 
responsible for abuses. Information 
was requested on funds and programs, 
forms of administration, auditing, 
methods of placing insurance and costs. 





New England Mutual 


Promotes Lee Barrett 


New England Mutual has appointed 
Lee Barrett assistant director of ad- 
vertising. Since joining the company 
in 1952 he has developed the coopera- 
tive advertising program for general 
agencies and has assumed increasing 
responsibility for national consumer 
advertising. He was a newspaper re- 
porter and feature writer before en- 
tering the advertising field. 





Named Charlotte Manager 


S. Russell McGee Jr. is manager of 
Connecticut General Life’s new Char- 
lotte, N. C., office. He was assistant 
in the Atlanta agency. 


Combined Wins Second 
‘Get Out Vote’ Contest 


With 94.5% of the eligible voters at 
Combined of Chicago going to the 
polls Nov. 2, the company won the 
second “Get Out the Vote” contest 
over Washington National. 

A total of 155 Combined employes 
voted on election day, out of 164 who 
were eligible and present at work. At 
Washington National, 447 out of 533 
voted, giving the company a percent- 
age of 83.1. 

The plaque which was awarded to 
Combined as the winner of the vote 
contest of 1952 will remain with the 
company. On Nov. 19 a representative 
from Washington National will again 
present the plaque to Combined Pres. 
ident W. Clement Stone. 





Crook Joins Great Southern 


William V. Crook, formerly Great 
American Reserve Life manager at 
Amarillo, Tex., has joined Great 
Southern Life as agency assistant. 

Mr. Crook started in the business 
with Great American Reserve in 1947, 
a tie to manager three years 
later. 












answer to his problem. 


Term... e 


afford it. 


— if he prefers. 


his peace of mind. 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vise President 


FUTURE 
TYCOONS 


KNOW A MAN WHO THINKS he can’t afford the 
amount of insurance he needs — or the kind he 
wants? Cheer him up! We’ve a tried and tested 


Occidental’s 5 year Convertible and Renewable 


Convertible up to age 65, to any one of a wide 
variety of permanent plans — when he can 


Renewable up to age 60 at comparably low cost 


Either—without further evidence of insurability. 
It’s his choice, when he wants to make it. 


And in the meantime — total disability benefits 
after only a 4-month waiting period—to increase 


All in all — a sound and practical plan for men 
whose incomes don’t yet match their ambitions. 
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**WE PAY AGENTS LIFETIME RENEWALS ... THEY LAST AS LONG AS YOU DO!" 
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Treasury Men Mum on 
Making A&H Insurers 
Withhold for Benefits 


WASHINGTON—Internal revenue 
service representatives who met with a 
delegation from A&H and life insurers 
and associations gave the insurance 
people no inkling of how effective their 
pleas to be excused from withholding 
for taxable A&H benefits might have 


n. 
a did the IRS men indicate how 
strong they considered their own posi- 
tion on the matter to be. As expressed 
in the tentative regulations published 
Sept. 24 in the Federal Register, this 
position appeared to be that insurers 
are responsible for such withholding. 

The insurers’ representatives made a 
strong case, contending that withhold- 
ing was not required under an accurate 
interpretation of the new internal rev- 
enue code and also that as a practical 
matter the insurers are not in a posi- 
tion to determine whether the tax 
should be withheld and how much it 
should be. ) 

On the basis of the law’s wording, 
the insurance companies’ position is 
that there is no employer-employe re- 
lationship between the insurer and the 
recipient of the benefits, the payment 
of the benefits is not under the “con- 
trol” of the insurer, as specified in the 








John Maloney Denies 
New Job Rumors 


A widely disseminated published re- 
port that Commissioner John R. Ma- 
loney of California had been offered 
a partnership—at a guarantee of $25,- 
000 salary a year—in a prominent legal 
firm in San Francisco, was emphati- 
cally denied by him. The report in 
effect said Commissioner Maloney had 
been offered such a connection with a 
firm in which “a former insurance 
commissioner” was the top partner. 
Only former commissioner of Califor- 
nia now practicing law in San Fran- 
cisco is Maynard Garrison. 

Commissioner Maloney said all re- 
ports that he was being presented with 
propositions for high salaried jobs in 
various parts of the U.S. were untrue. 
The report connecting him with 
Maynard Garrison indicated’ Mr. Ma- 
loney could continue as commissioner 
“if he wanted it.” 

A clique of Los Angeles insurance 
men claim they have the man Gover- 
nor Knight will appoint when Mr. Ma- 
loney’s term expires in January. Prior 
to his appointment as commissioner 
Mr. Maloney was chief assistant com- 








misioner—appointive—but holds civil 
service status as chief of the legal and 
compliance division in the department. 





Braunig to Phila. for 
Massachusetts Mutual 


Massachusetts Mutual has opened 
a second agency in Philadelphia, with 
Jack H. Braunig 
as general agent. 
He was previously 
general agent at 
Salt Lake City for 
Mutual Benefit 
Life. 

Joining Massa- 
chusetts Mutual at 
Hartford after the 
war, he moved to 
Boston in 1948. Af- 
ter a short period 








as assistant man- 
ager at Dallas for 
New York Life, he 
went to Salt Lake 


Jack H. Braunig 


City for Mutual Benefit Life in 1952. 


OPPORTUNITY 


The COLUMBUS MUTUAL LIFE INSURANCE COMPANY 


law, and the benefits themselves are 
not wages and hence do not come with- 
in the law’s definition as respects with- 
holding. 

From the practical operating stand- 
point, the insurer doesn’t know what 
salary bracket the employe is in. It 
doesn’t know what portion of the pre- 
mium the employer contributes and 
hence what share of the benefit is at- 
tributable to the employer’s contribu- 
tion, which would affect the benefit’s 
taxable status. Hospitalization, during 
any portion of the employe’s illness, 
makes the $100 weekly exemption ap- 


ply from the first day and the insur- 
ance company has no way of knowing 
whether the employe was confined to 
a hospital or not. Even the matter of 
what constitutes a hospital is not clear. 

The conference between the IRS and 
the insurers’ representatives grew out 
of a joint statement filed by the Ameri- 
can Life Convention and Life Insur- 
ance Assn. of America Oct. 25. Issu- 
ance of final regulations in circum- 
stances like these may take weeks or 
even months but in view of the im- 
portance to insurers of getting the 
question settled promptly there is rea- 


son to hope that the internal revenue 
people will give the regulations a high 
priority. 

Association representatives were Al- 
bert Pike, actuary of LIA, and Paul H. 
Walker of the LIA Washington legal 
staff; Irving V. Brunstrom, assistant 
general counsel of ALC; and Robert R. 
Neal, resident counsel of H&A Under- 
writers Conference and Bureau of A&H 
Underwriters. Company men included 
Howard A. Moreen, secretary of Aetna 
Life’s group division, and Stuart A. 
McCarthy, associate counsel of Equi- 
table Society. 
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You'll never know what Fortune your Future holds until You see 
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Says No Agent Should 
Foster Clients’ Faith 


in Future SS Benefits 

William W. Birt, Continental Cas- 
ualty, Falbrook, Cal., has written to 
THE NATIONAL UNDERWRITER praising 
the Oct. 15 editorial on the Eisenhower 
administration’s A&H reinsurance pro- 
posals but he tees off on the Sept. 10 
editorial, “Build on the Social Security 
Foundation.” Saying that he is trying 
to point out the “untold damage that 
you can do to our profession and cli- 
ents if today’s life men accept the 
philosophy and teachings incorporated 
in your editorial,” he writes, in part, 
as follows: 

Certainly, we should point out to 
our clients that certain social security 
benefits currently exist. We also must 
point out that neither they nor their 
families’ are guaranteed nor have a 
signed contract that said benefits will 
be there in the future.... 

I’m in my middle 30s and sell, pre- 
dominantly, to people in that age 
bracket. In all honesty, and, as you 
say, “with a straight face,” can I tell 
these people they should rely on re- 
ceiving $162.80 per month from social 
security in the year 1990? No, I can’t 
and I won’t. Neither should you. None 
of my clients will ever be able to look 
back over the years and say, “But Bill 
Birt told us we were sure to get a big 
retirement annuity from social securi- 
ty, and that he would look ridiculous 
in our eyes if he told us otherwise. He 
read all about it in THE NATIONAL UN- 
DERWRITER back in 1954! 

e _ e 

I suppose it’s too much to expect a 
printed retraction of your editorial. 
Maybe you really do believe what you 
wrote and wouldn’t even consider such 
a step. However, I sincerely hope 
you’ll temper any future editorials on 
social security with some considera- 
tion for those of us who aren’t en- 
couraging our people to blindly depend 
on government benefits that are based 
on too many “ifs.” 

Editor’s comment: The _ possibility 
that the United States will dishonor 
its social security commitments after 
having accepted taxes to pay for them 
seems far-fetched in the extreme, not 
only on moral grounds but because it 
would be political suicide for the party 
that tried it. Much simpler than cut- 
ting benefits, should a critical cost 
situation develop, would be to dilute 
them by inflation—a course that un- 
fortunately would dilute life insurance 
benefits as well. If Mr. Birt can get 
people to buy life insurance on a 
basis that ignores social security, more 
power to him! Few breadwinners have 
really enough protection, even includ- 
ing social security. But we wonder 
how many agents share his view. How 
many agents who are covered for so- 
cial security ignore these benefits in 
figuring their own death benefit and 
retirement income situations? 


A&H Club of N. Y. Annual 


Accident & Health Club of New York 
heard a discussion of the adminis- 
tration’s health reinsurance bill by 
Roswell B. Perkins, assistant secretary 
of Department of Health, Education & 
Welfare, at the annual meeting Nov. 15. 


N. W. Mutual Holds N. Y. Seminar 

Nearly 70 agents representing six 
Northwestern Mutual Life agencies in 
New York state attended an advanced 
underwriting seminar last week at 
Cooperstown. 

Various topics were covered, with 
the accent on the new tax law and its 
effect on estate planning. Heading the 





home office contingent of six were 


Charles B. McCaffrey, director of ad- 
vanced underwriting, and Walter H. 
Meier, agency assistant. 

Among agencies represented were P. 
T. Allen, Buffalo, E. P. Colburn, Sy- 
racuse; E. E. Lincoln, Rochester; E. R. 
Dill, Poughkeepsie; E. R. Gettings, Al- 
bany, and P. E. Burke, Jr., Utica. 





Floyd Herring on Leave 

Floyd Herring, director of mutual 
assessment life companies of the Tex- 
as department, is on a 60-day leave 
for the purpose of opening an of- 
fice for accounting and tax work in 
the association with attorneys. 


Non-Appearance of A&H 
Examinees Studied in N. Y. 


The failure of prospective A&H 
agents to appear for the examination of 
New York insurance department after 
they have filed license applications is 
under consideration by the state ad- 
visory board of A&H examinations. Of 
the applicants notified April through 
September, 28% failed to show up. 
These non-appearances are costly and 
time consuming to the department as 
well as to the companies which sponsor 
the applicants, Walter F. Brooks, depu- 


ty superintendent, said. 

Many prospective agents who fail to 
show are first time applicants, he said. 
This indicates they have not been 
thoroughly trained for the test by their 
sponsoring companies. 

Members of the board have sub- 
mitted many new questions designed to 
bring about a higher type of agent, bet- 
ter equipped to sell A&H, for the 
department’s use on examinations. 

The board serves in an advisory 
capacity on preparation, conduct and 
content of agents examinations for 
A&H. Chairman is J. F. Follman Jr. of 
A&H Underwriters. 
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LIAMA Statf Reviews Sales Problems 


(CONTINUED FROM PAGE 11) 





100% above the previous January, in 
the second 50% above the first, and in 
the third 50% above the second. Mo- 
mentum thus created was maintained 
throughout the first quarter and on 
through the rest of the year. 

The advantages of companies identi- 
fying themselves with particular mar- 
kets were discussed by William O. 
Cummings. Several companies showing 
substantial gains in insurance in force 
have identified themselves with the 
market in which they can obtain a 
lot of good business. How? 

Where a company has a strong agen- 
cy, it can develop territory intensively 
and become the leading company in 
that city, county or even state. Where 
a good undeveloped occupational mar- 
ket exists, a company can recruit with- 
in that market and quickly become 
identified as “the farmers’ company,” 
“the engineers’ company,” “the college 
company,” etc. The tremendous volume 
resulting from development of the 
brokerage market in recent years is es- 
sentially a tie-in situation, as is the 
mortgage insurance connection with 
lenders. 

e s e 

Failure of some home office agencies 
to be among the leaders in a company 
was discussed by Sam G. Shackel- 
ford. One company has sought to meet 
the problem by encouraging each home 
office to be a potential center of influ- 
ence for the local agency. The em- 
ployes were asked to fill out prospect 
cards on qualified acquaintances and 

turn them over to a floor captain. 
Each $1,000 of business sold to pros- 
pects referred by an employe entitled 
him to $1 of prize money, redeemable 
in cash or merchandise. 

Use of floor captains is particularly 
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ly be used by an agent. Natural re. 
sistance to having their named used 
by an agent was overcome by having 
an outstanding local agent demonstrate 
a low pressure social security type of 
approach, using a referred lead intro- 
duction. 

Some $125,000 of new business is a]- 
ready attributable to the program. Oth- 
er results include renewed interest of 
employes in company growth and ad- 
vancement, increased feeling of being 
an important member of the team, a 
greater conviction in the mission of 
insurance, and an increased under. 
standing of some of the agents’ prob- 
lems. 

e @ e 

There seems to be increased recog- 
nition of the need for constructive field 
supervision from the home office, Stu- 
art C. Ferris observed. An agency man 
contemplating a field trip should con- 
sult with departments other than the 
home office, with other divisions of 
the agency department, and have an 
over-all conference in the agency de- 
partment for discussion of problem 
areas, action, or a program to be fol- 
lowed. One company which follows 
this procedure also gets a complete re- 
port of visit on return, which is routed 
to applicable individuals until finally 
put in the agency’s master file. The 
company follows a similar program in 
reverse when a general agent or man- 
ager is expected at the home office, 
All departments are notified ahead of 
time in order to prepare for the visit. 

Pre-contract training is receiving the 
serious consideration of more and more 
companies as a means of organizing 
for early sales, Brice F. McEuen said. 
This enables a prospective agent to 
complete the initial study course, drill 
on a sales talk, prepare his prospect 

list and plan specific calls in advance 
of his contract date. Then the new 


how these referred leads will actual- agent can be taken into the field for 
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o @ here again is tangible proof of Indianapolis 
Life’s continuing efforts to provide its field 
associates with the best tools of the trade— 
and its policyholders with the best protec- 


service—by supplementing a com- 


plete line of life insurance contracts with 


ACCIDENT & SICKNESS 
INSURANCE 


The moderate cost and liberal benefits of 
this “‘new addition” will materially increase 
the earnings of our field associates. 


Water H. Huent, President « ARNoLD Bere, C.L.U., Agency Vice-President 
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coaching-on-the-job calls his first day 
under contract. Also, the general agent 
can size up the man, and the agent 
gets a realistic appraisal of the job. 

William H. Whorf discussed the 
agency department problem of keep- 
jng accurate records. One company has 
anew system that helps. When an ap- 
plication is received in the home office, 
a 4-page, self-carbon ticket is filled 
out and attached to the application. 
Top copy goes to the agency depart- 
ment and is posted on the agent’s 
monthly production card. Information 
posted includes applicant’s name, plan, 
volume, premium, premium frequen- 
cy and amount of cash with the ap- 
plication. This gives the agency officer 
a daily record of business written by 
agent and by agency. 

When the home office issues the case 
the second self-carbon is removed from 
the ticket and sent to the agency de- 
partment, where it is posted as issued, 
and any changes or corrections are 
noted. The policy is returned to the 
field where, once it is placed and paid 
for, the third ticket is returned to the 
home office and posted. This makes it 
easier to make decisions on continued 
financing when the question arises. 

o a e 

The fourth carbon is returned if the 
case is not paid for. The cardboard 
backing of the ticket is used as the 
agent’s commission card in the field, 
and is then returned to the home office. 

The agency officer can watch the 
day by day progress of problem agents 
and agencies. A quick phone call or 
note to an agency or agent with a lot 
of issued but not placed business might 
save the business and the agent, he 
said. 

Charles K. Reid pointed out that he 
has found a number of companies or- 
ganizing for sales by expanding and 
revamping their agency departments. 
Several are aiming their expanded 
programs at the agency manager as 
the core of the sales problem, rather 
than developing new contests, special 
policies or other immediate sales stim- 
ulants. One company failed to train 
and drill managers in the proper use 
of training tools. So it decided to de- 
velop, train and continuously super- 
vise agency managers. It is retraining 
present managers through home office 
schools and through schools for agents 
in the field; assistant managers are 
being developed and trained along the 
same lines for ultimate assignment 
to managerial posts, and it is regular- 
ly using LIAMA schools for all man- 
agers with at least basic experience, 
coupled with a specific follow-up pro- 
gram for school graduates. 


Production is even with or ahead of 
last year, but lapses are ahead of last 
year, too, Stanford Y. Smith said. How- 
ever, one company in which the week- 
ly premium lapse rate is not partic- 
ularly higher than it was last year 
and in which persistency of ordinary 
shows a definite improvement over 
past years, tried to anticipate this 
problem and to have a program func- 
tioning, before the need for it became 
acute. 

The company stimulated the pocket- 
book nerve of agents by operating on 
their compensation plan and put real 
promotion behind the national quality 
award. Then it took a long look at 
contests and sales campaigns and de- 
cided it was no longer willing to en- 
dure the rigors of the desperation drive 
to qualify laggards in the convention 
club each year. Important changes in 
contests resulted. Rather than a long, 
hard-to-sustain drive which reached 
a frenzied climax in the fall of the 


nO’ an . 


constant flow of production the year 
round. 

The company has replaced its fall 
contest with short contests which stim- 
ulate morale and production in the 
months when they’re really needed. 
Extra convention credit is given for 
business submitted in January and 
February, and local or regional con- 
tests are used instead of company-wide 
ones. 

Standards for selection of agents 
have been raised and the training pro- 
gram for new and old agents has been 
sharpened. As a result of all this the 


company has created an atmosphere in 
which good business is the rule rather 
than the exception. 


9% not 99, for Aetna 


Aetna Life’s dividends payable in 
1955 will aggregate 9% more than in 
1954, not 99%, as stated in the Nov. 5 
issue. 








Prov. Mutual Business Up 6.6% 


Provident Mutual’s new paid busi- 
ness for the first nine months of 1954 
totaled $111,839,000, up 6.6%. Insur- 
ance in force rose to $1,621,743,000. 


N. W. Mutual Life Sales 
Records Continue to Fall 


For the fifth consecutive month, 
Northwestern Mutual Life set a new 
sales record. Sales for the first 10 
months of 1954 exceed those of any 
10-month total. The new record, $435,- 
930,150, is 2.66% over the previous 
high, reached in 1953. October sales 
totaled more than $38% million. 

The record streak began in June 
when sales for the first six months 
exceeded any previous six-month to- 
tal. Every month since then, a new 
record has been set. 
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Cost Appeal and the Public 


Wherever life insurance men get to- 
gether these days, the talk turns al- 
most at once to the special and pre- 
ferred risk policies, usually for sub- 
stantial minimum amounts, that are 
being brought out and aggressively 
promoted by an increasing number of 
companies. These new policies—and/or 
the intensity with which they are be- 
ing pushed by home office and field— 
have brought an impressive amount of 
business to the companies issuing 
them. The result has been the most 
competitive selling situation that the 
life insurance business has seen in 
years. 

When widespread promotion and 
advertising of these policies began, the 
agents of competing companies that 
lacked such policies sensed the poten- 
tial effect immediately. With many, 
the first reaction was one of concern. 
Frequently this was followed by an 
importuning of their own companies 
to bring out similar policies. Some 
companies have done so. To date, 
though, most have not. 

Some in the business have referred 
to this situation as a price war. At the 
recent annual meeting of the American 
Life Convention the phrase “fire sale” 
was heard several times when the new 
policies were being discussed. In some 
quarters there is a certain amount of 
strong feeling both for and against 
these contracts and the intensive pro- 
motion of them. Yet it seems to us that 
the situation is one that calls for calm 
consideration and that the innate good 
sense of the life insurance business will 
take care of it as it has of so many 
other situations that seemed fraught 
with disastrous consequences. 

It should be remembered that parti- 
cularly during the last 25 to 35 years 
the life companies have added one 
new feature after another to their 
equipment. They have tried to evolve 
innovations that would appeal to the 
buyers and that would stimulate the 
agent to go out and sell. As with every 
other business, something new must 
be added every now and then to spark 
the sales organization, to get it out 
of the rut of selling the same old 
thing. 

Looking back, it will be seen that 
preferred-risk and special low-rate 
policies have been issued by one com- 
pany after another over a long period 
of years. The difference in today’s 
situation is the degree to which some 
companies are advertising and other- 
wise pushing their new contracts, mak- 
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ing the insuring public price-conscious 
on a large scale. Had it not been for 
the kind and volume of advertising 
employed, these new contracts might 
have been regarded as merely addi- 
tions to existing sales equipment but 
the emphasis on price has created what 
many regard as a rather acute compe- 
titive situation. 

Perhaps that appraisal is correct but 
those who have been in the business 
any length of time know that life in- 
surance is not sold on price alone. 
Comparatively rarely does the buyer 
worry about whether the policy is go- 
ing te cost him more than if he bought 
from some other company. Price is 
rarely the controlling factor in a sale. 
If it were, there would hardly be 
nearly 900 life companies operating to- 
day. There would be a mere handful 
of companies, as in the automobile 
business. 

Price can be something of a factor, 
with the pencil-sharpening type of 
buyer or when there is a competing 
agent to contend with. But normally 
there are far more important factors 
than cost. The prospect’s opinion of 
the agent, both personal and as an ex- 
pert; the effectiveness of the sales 
presentation; and the agent’s skill in 
the indefinable art of closing a sale 
are all vastly more influential than 
price when it comes to making a sale. 
How else explain the great number of 
companies not all of them particularly 
low in the net cost ranking, that are 
represented in the Million Dollar Round 
Table? 

There are buyers of life insurance, 
as of everything else, who are out to 
make the dollar they spend do its full 
duty and more, if possible. They sub- 
scribe to Consumer’s Research and 
Consumer’s Union reports. They buy 
no automobile, washing-machine, va- 
cuum cleaner, refrigerator, motor oil 
or gasoline without intensive research 
to make sure they are getting the best 
for the least. They seek out the dis- 
count houses offering the largest per- 
centages off list. 

But such buyers are a minute min- 
ority of the public. And buyers of life 
insurance who operate in a similarly 
shrewd fashion are an even more in- 
finitesimal percentage of the popula- 
tion. Having a product that is priced 
right helps any salesman. But we doubt 
that the insuring public, even if plied 
with 10 times the amount of cost- 
angle advertising that could conceiv- 
ably be done, will ever buy its life 
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insurance to any great extent on price. 

What would be unfortunate, though, 
would be a tendency among companies 
and their sales forces to assign to cost 
a more important role than it really 
has or is likely to have. This is as true 
for the agent who unwisely relies too 
heavily on a low net-cost position as it 
is for the agent who is scared into a 
tizzy every time the question of cost 
comes up, because he knows his wares 
are not among the lowest-priced. 

It is our belief that before long the 
current concern over cost appeal will 
simmer down, as it becomes apparent 
that in spite of the public’s instinctive 
liking for a bargain, the vast majority 
of sales will still go to the best sales- 
men backed by the most alert, pro- 
gressive and effective home office 
agency departments. 
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dressed a breakfast meeting of the 
Indianapolis life insurance women. She 
will address Augusta Assn. of Life Un. 
derwriters Nov. 19 and will make her 
30th talk this year at a meeting of the 
Baltimore association Dec. 10. 


J. McCall Hughes, vice-president and 
controller of Mutual Life of New York, 
and Paul A. Norton, vice-president of 
New York Life, will be chairman ang 
co-chairman respectively of the insur. 
ance division of the Manhattan busi- 
nessmen’s committee for the 1955 boy 
scout fund drive. 


Bruce Bare, New England Mutual 
general agent at Los Angeles, has been 
elected to the board of Westmont col- 
lege, Santa Barbara, Cal. 


Frazar B. Wilde, president of Con- 
necticut General, will be a member of 
a panel discussing U. S. monetary pol- 
icy at a congressional hearing Dec. 6, 
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Dr. William Muhlberg, retired vice- 
president and medical director of Uni- 
on Central Life, was honored by the 
Cincinnati board of health through 
the naming of a new community health 
center, now under construction, the 
William Muhlberg Health Center. Dr. 
Muhlberg was a member of the board 
for 20 years and also has served as its 
president. The new center, to be in op- 
eration early next year, will cost an 
estimated $150,000. 


Kermit Rolland of New York Life’s 
public relations department spoke on 
effective business writing at a Purdue 
university clinic. “Good writing of any 
kind arises from the human person- 
ality,” he said, “and to achieve effec- 
tiveness it is necessary to begin with a 
man, not a method.” 


Howard J. Tobin, a vice-president of 
Northwestern Mutual Life, has been 
elected director of the Milwaukee Aud- 
itorium Co., composed of private citi- 
zens who helped finance the original 
cost of building the civic auditorium 
and now are represented on the audi- 
torium-arena board that operates the 
two civic buildings. 


Lewis W. Douglas, chairman of Mu- 
tual Life of New York and former am- 
bassador to Great Britain, was chair- 
man of the mid-century conference in 
Washington, D. C. of Resources for 
the Future, Inc., a nonprofit corpora- 
tion for research and education in the 
field of natural resources. 


Elsie Doyle, Union Central Life, Cin- 
cinnati, was guest of honor with H. C. 
Graebner, new president of American 
College of Life Underwriters, at the 
final meeting of the annual business 
conference sponsored by Indianapolis 
Chamber of Commerce and Butler 
University in that city. In addition to 
speaking at the conference, she ad- 
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WILL S. THOMPSON, 83, chairman 
of Great American Life of Hutchinson, 
Kan. and for 
many years its 
president, died in 
a Michigan City, 
Ind., hospital. He 
had gone to Mich- 
igan City, where 
his daughter lives, 
for medical treat- 
ment and _ died 
shortly before a 
scheduled explor- 
atory operation 
was to take place. 
Mr. Thompson was 





Will S. Thompson 
one of the organizers of Great Ameri- 


can Life, and he also founded the 
Thompson-Kline agency in Hutchinson 
in 1896, which still continues as the 
Kline agency. He was a former state 
legislator and a former Hutchinson 
mayor. 


MORGAN T. McCORMICK, 71, vet- 
eran St. Louis agent of State Mutual, 
died. He joined the company in 1904 
and received its 50-year service award 
this year. 


JOHN M. PREWITT, 25, with the 
Lexington, Ky., agency of Ohio State 
Life, was killed when his automobile 
went out of control and struck a tree. 
He died in a hospital several hours af- 
ter the accident. 

MRS. LEONARD C. HALL, 54, wife 
of the general agent for Ohio State 
Life at Bakersfield, Cal., died. She had 
been seriously ill for some time. 


FLOYD U. BROOKHART, 77, with 
Connecticut Mutual Life for 40 years, 
died at his home in Dayton, O. 








D. F. Moon Memphis Group Mana 

Connecticut General has promoted 
Daniel F. Moon to Memphis district 
group manager. He was group mana- 
ger in Charleston, W. Va. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 


Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 


Tel. Parkway 2140. Chas. oods, Sales 
Director; George Cc. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 


Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 

Bldg., Tel. Prospect 1127. Alfred E. Cadis, 

Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 

Tel. Woodward 1-2344. A. J. Edwards, Resident 
ger. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 
P. ELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 65-3706. E. H. 
Fredrikson, Resident Manage 

PITTSBURGH 22, PA anso3 ‘Columbia Bldg. 

Tel. Court 1-2494. Bernerd J. Gold, Resident 


Manager. 
ON Tete me, 644 
Market St., Tel. trek 2-3054. F. land, 
Pacific Coast Manager. 
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TOBACCO— 
Hazardous Habit, 


Evidence Indicates 
By DR. HARRY DINGMAN 


Useless as tobacco is, the prevalence 
of the habit is surprising. Advertising 
is truly potent. In round figures, 70% 
of American men are smokers, 60% 
use alcohol; 30% of the women drink, 
20% smoke (Ley, based on 10,000 Life 
Extension Institute examinees). It has 
long been considered a harmless habit, 
a bit expensive but well worth it for 
the ease it gives our restless nerves. 
Evidence is accumulating rapidly 
to show that there is a very definite 
hazard in continued and excessive use 
of tobacco. In no small degree that 
hazard is allergy. Some persons show 
ill effects that others do not have. 

Every practicing physician is famil- 
iar with smoker’s cough, smoker’s 
pronchitis, smoker’s throat, smoker’s 
tongue. Irritation extends down to the 
larynx and down to the lungs. Has to- 
bacco cancer possibility? Many ob- 
servers think so. 

e e e 

Buerger’s disease and tobacco are 
deadly enemies. Buerger’s disease is 
consequent upon vasoconstriction, and 
tobacco is a vasoconstrictor. In a series 
of 1000 persons afflicted with this 
disease 1000 were smokers (Silbert). 
Some of the 1000 might have avoided 
their ailment if they had stopped smok- 
ing long years since. All of the 1000 
must stop smoking if relief is to be 
hoped for. It is a clinical observation, 
with thromboangiitis obliterans that 
abstinence from tobaccu relieves the 
symptoms, and resumption of smoking 
aggravates the condition (Harxavy, 140 
cases). Tobacco is particularly damag- 
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3... featuring convenience, comfort, 
sates! A cosmopolitan atmos. 

f phere in -home-like setting, 

= In the center of all downtown 








activities. | Newly decorated. 
Ultra modern, comfortable guest 
rooms... excellent food at 
moderate prices in our modern 
coffee shop and cafeteria. 


Radio and Television in room. 
Air Conditioned rooms in season. 


800 ROOMS if 
_ WITH BATH fom O49 
GARAGE and PARKING LOT = 

FAMILY RATES # 

No Charge for Children 


14 and Under — # 
Harry E. Paulsen Sond Manager 
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Additional 1955 Dividend Action Announced by Companies 








"Funds Left ‘with Company 





| — Left w with Company 





With- Accum. Current Old with- With- Accum. 
Current Old drawable drawable _Div'ds. Policies Policies drawable drawable Div'ds. 
Name of Company Policies Policies 9 % % Name of Company Same as ’54 Same as '54 % % 
Aetna Life .......... Approx. Approx. 3 3 Hoosier Farm Bureau .. « * 25: 2.5 28 
9% Inc 9% Ine. Independent Life, Md. . 4G “2 2.5 2 2.5 
Austin Life ......... Same as "54 Same as ‘SA 2 2 3 Midland Mutual ...... Increased Increased 3 3 3.25 
Baltimore Life ....... 2 2.5 2&3 Mutual Benefit ....... Increased Increased 3.15 3.15 3 
Bankers Mutual, Ill. ... es a 2 2.5 3 Mutual Savings, Mo. .. Same as '54Same as 54 2.5 2.5 2.5 
Benefit Assn. R. E. .. Approx. Approx. 2 2 3 National Bankers, Tex. . be ify 2.5 25 3and3.5 
4.5% Decr. 4.5% Deer. National Fidelity ..... sty ps 2.5 2 3 
College Life, Ind. .... Same as '54Same as '54 3 3 3 National Guardian .... s = 2.25 2 3.25 
Commercial Life, Ariz. . None pay- None pay- “ae National Life, fa. ..... bbs ph 3 3 3 
able able Nebraska National ..... bi a owe 2.5 3 
Connecticut Mutual ... Approx. Approx x 3.3 3.15 Northern, Canada ..... = 3.5 3.5 3.5 
2.75% Incr. 2.75% Iner. Old American, Wash. .. ” ne 3 2.5 3 
Continental . - .. Same 3s ‘54 Same 3s SA 83 3 3 Pan-American ........ Approx _ 3 3 3 
Country Life, Ill. ..... 2.5 2 2.5 7.8% Incr 
Cuna Mutual, aaa he be 3 3 3 Presbyterian Ministers’ . Same as ’54 i * bd 3.5 
Equitable Life, Is eeee Increased Revised 3 3 3 Shenandoah Life ...... an ss Guaranteed Rate 3.25 
Farm Bureau, ‘Oh io . Same as '54 Same as '54 «2.75 2.75 2.5 State Life, Ind. ...... 3 - 3 3 3 
Farmers Life, la. ..... 3 3 3 Union Labor ......... Approx. ......0e0es 
First Pyramid, Ark. ... pprox. 10% Iner. 2.25 2 2 
" 7% Deer. 3 3 3 Wisconsin Life ....... Same as 54 Same jas 'S4 25 2.5 3 
Gibraltar Life ...... bh Same as ’54 3 Woodmen Central Life . 2.5 2.25 2.25 


cau 
All effective Jan. 1, except Equitable, Ia., which is effective March 1. 4% on Interest Income option; 3!/2% on all other. 








ing in Buerger’s disease, Raynaud’s 
disease, and intermittent claudication 
because of vasoconstriction and low- 
ered cardiac energy (Golston). 

Under ordinary circumstances the 
smoking of a cigarette by the aver- 
age habitual smoker who inhales re- 
sults in a 5 to 20 increase in pulse rate, 
a 10 to 25 mm. increase in blood pres- 
sure, a drop of 3 to 6 degrees Fahren- 
heit in the temperature of fingers and 
toes (Weatherby). 


It may be asked why insurance com- 
panies ignore the use of tobacco by 
their applicants. One reason is the dif- 
ficulty in getting accurate information 
as to the amount used. Another reason 
is the changing habits of an individual 
through a period of years. What hazard 
there is, is so general that it is prepared 
for in the premium rates. In one analy- 
sis of 5000 male policyholders accepted 
during 1910-11-12 and classified as 
non-smokers, light smokers, and reg- 
ular smokers, mortality of regular 
smokers was 26% higher, of light 
smokers 7% higher, than abstainers 
(Goodell, reporting in 1939). In anoth- 
er analysis of carefully collected data 
on 6813 white males, American, ran- 
dom selection, it was calculated that, in 
groups of 1000 each at age 30: 

666 nonsmokers will be living at age 60 
620 moderate smokers 
462 heavy smokers (Raymond Pearl) 

‘his is an excerpt from the new edition of 
“Risk Appraisal’ by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknowl- 
edged as an authoritative work throughout the 
insurance world, more than 800 life and A&H 
companies use the book as a basic text. It has 
received enthusiastic praise from many million 
dollar producers. The new edition now is 
available from the National Underwriter Co., 
420 East Fourth street, Cincinnati, or any of 
its branch offices. The price is $12.50. 





New Handbooks Ready 
for Kansas, Wisconsin 


New, up-to-date Underwriters’ 
Hand-Books for Kansas and Wis- 
consin have just been published by 
the National Underwriter Co. These 
provide complete information on 
agencies, companies, field men, gen- 
eral agents, solicitors, groups and 
other organizations affiliated with 
insurance throughout these two 
states. 

Premiums and losses by lines, 
within the two states, for all fire 
and casualty companies and life in- 
surance paid for and in force for 
life companies, are also presented in 
special, statistical sections. ‘Copies of 
either may be obtained from the 
National Underwriter Co., at 420 
East Fourth Street, Cincinnati 2, 
Ohio, price $12 each. 














THE MACCABEES 
JUNIOR ESTATE BUILDER 


We call this our “Stop and Go” plan. 


It allows parents to build a substantial insurance estate 
for their children at low juvenile rates... Then at 

age 21 the children may GO on with the plan and have 
five times the original insurance protection, with no added 
cost. This amount will be paid up at age 60. 


Or they may STOP payments and receive a choice of 

the following benefits: 

e Paid up insurance equal to about 2% times the 
original face value. 

e Extended term insurance for 41 years, 

e Accept a liberal cash settlement. 


Sales Aids—High-powered sales ammunition produces 
qualified prospects and helps close the sale. Direct mail 
material, custom designed for this plan, is FREE to our 
agents in unlimited quantities including all postage costs, 


Packaged 
Insurance 


Sells 
Faster 


(One of a series) 








e We offer excellent opportunities for rapid 
advancement in many territories in the U. S. and 
Canada. Write to Robert 0. Shepler, Field Director, 
for complete information. 
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LONG TERM BANK LOANS of 
ARRANGED ON VESTED « A 
RENEWAL CONTRACTS 


U. C. & G. C. serves the financial needs of those. engaged in the Life Insurance Business. Your 
tax problems may be simplified and savings Correspond Invited. 


UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 
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Fidelity Mutual Issues 


New Pension Policy 


Fidelity Mutual is issuing a new 
pension trust policy, an individual 
contract designed to meet the insur- 
ance and pension needs of an employe 
group with varying requirements. The 
policy provides both term insurance 


to the retirement date and a deferred 
annuity, and either part may be is- 
sued separately. Premium rates are 
guaranteed for the life of the policy. 
Underwriting of the individual poli- 
cies will follow company procedure. 
Policies will also be issued on sub- 
standard lives, either on the basis of 
extra premium rates or for decreased 
face amounts at full regular rates. 








WANT ADS 








Friday in Chicago office—175 W. Jackson 
make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Bivd. 


THE NATIONAL UNDERWRITER—LIFE EDITION 


Individuals placing ads are requested to 








ATTENTION WOMEN 


LIFE UNDERWRITERS 





Canada. 


We are seeking a succesful woman life underwriter with 
ability to supervise, for position of supervising women 
life underwriters. Salary and bonus are excellent. Oppor- 
tunity is unlimited. Territory in all United States and 


All inquiries will be held in strict confidence. 


Please state age, education, experience, family status 
and any additional important details. 


Address: Box B-86, The National Underwriter Co., 175 
West Jackson Boulevard, Chicago 4, Illinois. 








“CALIFORNIA CALLS” 


Insurance company with Home Office in 


LOS ANGELES 





needsa |CONTROLLER| with 





in the country. 


substantial Life or A. & H. Insurance background. Salary wide open. 
Big opportunity with one of fastest growing life insurance companies 


WRITE BOX B-76, The National Underwriter TODAY! 
Also territories open for Manager and General Agents. 








GOOD JOBS 


Large, fast growing Southern California 
life insurance company (one of top 15 
Cos.) offers fine future to men with Home 
Office experience. 


Positions availiable include— 
e Actuarial Students 
@ Management Trainees 
@ Pianning Analysts 
@ Other Technical Positions 


Unusual promotional prospects. Complete 
employee benefits. College graduate pre- 
ferred. Home Office experience of 3 or 
more years. Age 25-35. 

Inquiries confidential. Reply with full 
details to Box B-78, The National Under- 
writer Co., 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








AVAILABLE 


L.O.M.A. fellow, college Grad. with several 
years varied Home Office Experience, wants 
responsible position with future. Available Jan. 
|. Address B-93, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








ACTUARY—WANTED 


Midwest Consulting office has opening for 
young Associate or Fellow. Address Z-73, 
The National Underwriter Company, 175 
West Jackson Boulevard, Chicago 4, Illi- 
nois. 








ASSISTANT MEDICAL DIRECTOR 


An Assistant Medical Director is needed 
immediately by a fast growing, mid-western 
Life Company. 

This is a newly created position brought 
about by rapid expansion. 

We need a man between the ages of 35 
and 45 with a degree—Doctor of Medi- 
cine, Class A School. 

Two to five years experience in the active 
practice of medicine and/or two years 
related experience in the Life Insurance 
field is desired. (Specialized training such 
as post-graduate work and a residency in 
medicine is preferred). 

Starting salary up to $11,000. Excellent 
program of Employee Benefits. Moving 
expenses will be paid. 

Please write a resume of your education 
and actual experience c/o Box No. B-55, 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











ACTUARIAL OPPORTUNITY 
National Life Insurance Company, Mont- 
pelier, Vt., has an excellent opening for a 
man, preferably under age 35, who is now 
or expects soon to be a Fellow of the So- 
ciety of Actuaries. The Position calls for 
an inquiring mind, supervisory ability and 
willing to responsibility. All 
replies will be treated confidentiallly. 
Write directly to the Actuary of the Com- 
pany. 














Says Reversionary Interest 
Can Be Easily Forestalled 


(CONTINUED FROM PAGE 10) 
estate not just the annual premiums 
paid within the three years preceding 
his death, but 3/10 of the entire pro- 
ceeds, since property given in con- 
templation of death is taxed to the 
donor’s estate on the basis of its value 
at the date of his death. It will be ob- 
served that this problem exists even 
though the transfer of the policy itself 
is beyond the three-year statutory 
period, said Mr. Redeker. 

The existence of this problem may 
prompt the search for “living mo- 
tives” rather than “death motives” as 
the basis for such gifts, and for a 
consideration of “safer” procedures for 
premium payments, such as the use 
of income by the donee rather than the 
principal of the donated property, or, 
preferably, the use by the donee of 
funds not acquired by gift from the 
donor. The same problem is presented 
if the policy is taken out and owned by 
the wife from the outset. 

e e e 

Undue emphasis seems to have been 
placed on transfers of life insurance 
since the passage of the new code, 
Mr. Redeker said. Insured who will 
probably never be in federal estate 
tax brackets are needlessly trans- 
ferring ownership of policies to their 
wives. Even where such transfers may 
properly effect tax savings, the pos- 
sible saving must be compared with 
disadvantages that mav flow from the 
wife’s death before the insured, or 
from her ownership of the policy 
should a separation or divorce occur. 
Transfers should be made only after 
careful consideration of all pertinent 
facts by the attorney for the varties 
in interest. 


Equitable Merges Bruno, 


Carter Agencies at Boston 


Equitable Society has consolidated 
its Carter and Bruno agencies at Bos- 


—— 


ton into the Bruno agency with Laur. 
ends F. Bruno as manager and William 
J. Carter as associate manager. 

Mr. Carter has been with Equitable 
since 1920, starting at Des Moines. Mr. 
Bruno joined the company in 1933 
and has served in the home office, at 
Chicago, at Middletown, N. Y., and at 
Albany before going to Boston in 1952. 





Metzger Akron Manager 


for Mass. Mutual Life 


Massachusetts Mutuai has appointed 
Henry L. Metzger 
manager at Akron, 
succeeding W. R. 
Smith, who resign. 
ed to become qa 
full-time personal 
producer. Mr, 
Metzger joined the 
company in 1946, 
He is a vice-presi- 
dent of the Akron 
Life Underwriters 
Assn. county 
LUTC chairman, 
and a CLU. Su- 
perintendent of A- 
gencies D. N. Ellis 
represented the home office at a lunch- 
eon in Mr. Metzger’s honor. 


Dotts Made Assistant V-P 


Pacific Mutual Life has promoted 
Richard D. Dotts to assistant vice- 
president. 

With the company since 1939, Mr. 
Dotts was made manager of the plan- 
ning department last January. Over the 
past dozen months he has had much to 
do with Pacific Mutual’s decision to in- 
stall large scale electronic computing 
and data processing devices. The com- 
pany has made arrangements to pur- 
chase Univac equipment. 


Smith Elected in Del. 


Harry Smith, a Democrat, was elec- 
ted insurance commissioner of Dela- 
ware. The Democrats won other im- 
portant political posts in the election. 
Mr. Smith will succeed William R. 
Murphy in January. 





H. L. Metzger 








Life with 





Welcome to new agency 


with 


JAMES D. BANKS, C. L. U. 
as General Agent, Appleton, Wis. 


Mr. Banks association with one of New York City’s leading agencies for 
the past 23 years has provided him with wide experience in agency man- 
agement, personnel training and agent recruiting. He will have offices on 
the 10th floor of the Irving Zuelke Building in Appleton. 


Additional openings available in Ohio, Indiana, Minnesota, Illinois, Michigan, Iowa, and Wisconsin 






A GENERAL 
AGENCY 
COMPANY 









INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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View Many A&H Subjects at New Orleans 


(CONTINUED FROM PAGE 2) 





Other moral hazards include heavy 
drinkers, philanderers and those who 
may have businesses who cater to this 
element, the speaker observed. Other- 
wise, the hazards of drinking should be 
accepted as a “calculated risk.” 

“While it is true that the ‘jumbo 
risks’ loss of income market is being 
looked upon once again with favor, 
there are no more certain assurances 
of real success now, than there were 
at the time of the last approach by 
the industrty,” according to Robert E. 
Ryan, superintendent of A&H for Roy- 
al-Liverpool. He said the entire effect 
need not be felt until a depressed 
economic cycle. These are the years 
when A&H losses are heaviest. 

“Because present day income indem- 
nities and expense indemnity coverages 
have been conceived with the intent 
of affording protection to an average 
income bracket, the exceptions are not 
receiving the type of protection they 
would like to have. They seek the high- 
er limits offered in special risk or key- 
man coverages.” 


SETTING 


THE 
PACE 



















Ur Lay, 


The South’s tallest 
commercial structure 
is now under construc- 
tion in Nashville, Tennessee . . . 
by Life and Casualty, of course! 


This is but another milestone in 
the history of Life and Casualty 
Insurance Company of Tennessee 
+ « « &@ company built upon faith 
and operated with integrity, where 
the happiness of Life and Casualty 
people and the best interests of 
Life and Casualty policy-owners are 
of paramount importance. 


Twenty-three Hundred Life and 
Casualty representatives serve the 
South through one hundred and 
four District offices in thirteen 
Southern states . . . with an 
enthusiasm that is contagious! 


Life and Casually 
Insurance Company of, Tonnersee 


Guilford Dudley Jr, President 
Home Office. Nashville, Tennessee 









Life Insurance in Force 
OVER ONE BILLION DOLLARS 






It was the speaker’s opinion com- 
panies were liberalizing their own lim- 
its of indemnity and extending lines in 
which they would participate. This is 
in recognition of the lower purchasing 
power of the dollar. The introduction 
of major medical expense protection 
tends to preclude any further need for 
higher limits in hospital-surgical ex- 
pense insurance, he stated. 

“Underwriting of Veterans Who Are 
Receiving Disability Benefits from the 
Government” was treated by E. B. Til- 
ton, superintendent, life underwriting 
at Ohio Farm Bureau Mutual. He con- 
tended the veteran is not different 
underwriting-wise than the non-veter- 
an. “But we are alerted by a bad serv- 
ice health history and especially the 
neuropsychiatric type. “‘Recail the mili- 
tary necessity for keeping a man on 
his feet to do a team job. If he wasn’t 
fit for duty the only place for him was 
the hospital—unlike the civilian who 
can stay home. We all have worried a 
little bit about the length of time in a 
military hospital. In reading a man’s 
health record the number of days off 
duty and confined should not be mis- 
understood.” 

e e e 

Mr. Tilton advised companies to 
stock veteran’s administration forms 
that ask for medical information about 
a prospect. These or a personal letter 
from the veteran to the adjutant gen- 
erals’ office or the navy department 
bureau of medicine and surgery will 
bring the needed medical information. 

A second panel group, moderated by 
the conference managing director, John 
P. Hanna, offered ideas on reinstate- 
ment underwriting. Mr. Hanna inter- 
preted reinstatement as provided for 
under the uniform provisions code. He 
said the provisions of the new law were 
more favorable for the insured com- 
pared with the 1912 law that is being 
supplanted. He said the law has not 
been tested in appellate courts and ad- 
vised against a too rigid interpretation 
until a decision is rendered. The new 
law provides specifically for the at- 
tachment of reinstatement riders. 
These riders should spell out any con- 
ditions the company wants to attach 
to reinstatement. 

In considering loss-of-time reinstate- 
ment underwriting, E. J. Rogers, assis- 
tant secretary and manager of the A&H 
department of Security Mutual Life, 
said some important considerations are 
these: How long has the contract been 
lapsed? How long had it been in force 
before it lapsed? Did the insured have 
a good record of fair dealing with the 
company? Is his health as good as be- 
fore? Is he in a more hazardous occu- 
pation? Is there any adverse informa- 
tion developed on habits, character or 
reputation? 

e s s 

“The more the insured has paid in 
premiums, as compared with the 
amount he received in claim benefits, 
is an important factor in determining 
the degree of leniency the underwriter 
makes in reaching a decision on the 
case. It costs considerably less to re- 
instate a lapsed policy than it does to 
write a new one. It is the responsibil- 
ity of the underwriter to approve as 
many applications for reinstatement as 
possible. The applicant who is apply- 
ing to the company for the first time 
is something of an unknown quantity 
in spite of careful underwriting. The 
old policyholder is a friend and his past 
record is an open book to the under- 
writer.” 


The special requirements of non- 
cancellable reinstatement underwriting 
were outlined by Jerome M. Powell, 
vice-president of Loyal Protective Life. 
“As part of our conservation efforts a 
short form reinstatement application 
which is part of a premium strip is 
sent to the insured four days after the 
end of grace.” The blank has questions 
designed to bring out information on 
present health, recent consultations 
with doctors, the amount of disability 
carried on other policies and any 
change in occupation. 

Ward Beall, underwriting vice-pres- 
ident of North American Life & Cas- 
ualty, spoke on reinstatement of hos- 
pital and surgical business. 

From outside the insurance business, 
G. L. Gorbell, safety director of Mon- 
santo Chemical Co. presented data on 
underwriting risks in the chemical in- 
dustry. Mr. Gorbell said the frequency 
of disabling work injuries is less than 
in food, wholesale, retail and trade, 
hotels, paper milling and furniture in- 
dustries. In accidental death rate sta- 
tistics, the average chemical worker is 
safer at work than on the highway and 
as safe at work as he is at home. Fre- 
quency and severity rates increase 


when the size of plant and number of 
employes goes down. The type of 
chemical manufactured is less import- 
ant. The accident frequency rate is go- 
ing down and at a faster rate than that 
for the average of all manufacturing 
industries. 

Opening remarks were made by Con- 
ference President J. W. Scherr, Jr., ex- 
ecutive vice-president of Inter-Ocean; 
Underwriting Committee Chairman 
Charles M. Barry, manager of the A&H 
department, Ohio State Life, and Mr. 
Hanna. 

Panel members in the Tuesday case 
clinic were Carle Aderman, underwrit- 
ing department, American General 
Life; Robert Carey, manager of under- 
writing division, New York Life; Harry 
Graham, secretary, A&H department, 
Bankers Life of Nebraska; Wendell E. 
Lapham, superintendent, A&H depart- 
ment, National Casualty; Al Robins, 
secretary, S&A Underwriting, Loyal 
Protective Life. Moderator was Roy A. 
MacDonald, conference director of 
company relations. 





e The Los Angeles office of the Cal- 
ifornia department has been moved: to 
909 South Broadway. 
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of Nebraska for 40 years as a Life 
Underwriter. He has been a 
production leader year after year, 
and constantly maintains 
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He is a ten year National Quality 
Award winner, and is a member 
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club. He qualified for and attended 
the Company’s 1954. Convention.. 
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FTC Seen Settling Jurisdiction Issue First 


(CONTINUED FROM PAGE 1) 





had been no answer received from 
counsel representing FTC, and he 
would not act on this motion until aft- 
er he had received one. 

The Washington law firm of Davies, 
Richberg, Tydings, Beebe & Landa 
represents Mutual Benefit H&A, whose 
case is being handled by James T. 
Welch. 

Some insurance lawyers say it is a 
mistake to assume that an FTC deci- 
sion on jurisdiction—without a final 
order—could be successfully appealed 
to the courts. This situation arises un- 
der the administrative procedure act 
and court decisions related thereto. It 
is held that appeal from a regulatory 
commission to the courts may not be 
taken until after administrative reme- 
dies have been exhausted. This has 
resulted in what is known as the “final 
order doctrine.” 


According to this interpretation, 


some insurance lawyers say that if an 
FTC examiner were to hold that the 
commission has no jurisdiction in A&H 
cases, counsel supporting the FTC com- 
plaint, who are members of the com- 
mission staff, may contend that it is 
impossible to determine whether the 
commission has jurisdiction, entirely 
apart from all consideration of facts 
and merits of a case. Jurisdiction, they 
may contend, would depend upon the 
facts as to the company’s policy and 
advertising, how it operates, state reg- 
ulation, etc. 

These government counsel referred 
to are members of the staff of FTC’s 
bureau of litigation. In other cases 
representatives of that bureau have 
raised the question that jurisdictional 
issues cannot be determined until there 
has been a chance to present the direct 
case of the commission against a re- 
spondent. 
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If that situation arises in the A&H 
cases it will be up to the examiner, 
in the first instance, to decide whether 
jurisdiction and merits can be separ- 
ated in hearings and/or arguments be- 
fore him, and then to the commission 
members to decide the question, if it 
is appealed to them. 

Suppose the commission decided on 
appeal of a respondent that it has jur- 
isdiction in an A&H case. Under the 
administrative procedure act and de- 
cisions, it is held that the case must 
then be referred back to the examiner 
for trial on the merits. 

When he finally decides on the mer- 
its and if respondent then appeals to 
members of the commission, the latter 
may then reconsider the jurisdiction 
question. Only on the basis of a final 
cease and desist order, it is contended, 
could appeal successfully be carried to 
the courts. Thus it is believed that lit- 
igation in the A&H cases will be leng- 
thy. First appeal would be to the fed- 
eral circuit court, and after its deci- 
sion, the U. S. Supreme Court could 
be asked for a writ of certiorari. 


Attorney Welch says he asked for 
two weeks extension of time for filing 
answer of Mutual Benefit H.&A., and 
was granted until Nov. 23. Company 
counsel are associated with his firm in 
this case. 

Members of the firm include Joseph 
E. Davies, first chairman of FTC and 
later ambassador to Russia; Donald 
Richberg, formerly counsel of National 
Recovery Administration, and Millard 
E. Tydings, formerly U. S. senator from 
Maryland. 

Monday the FTC put out a news re- 
lease giving the high points of the an- 
swers to the two insurers that have 
thus far filed them—tTravelers Health 
of Omaha and American Hospital & 
Life. The Travelers Health answer was 
summarized in THE NATIONAL UNDER- 
WRITER last week. Points cited by the 
FTC from the American H&L answer 
are these: 

That it deals only through branch of- 
fices, agents and salesmen residing in 
states where it has a permit to do bus- 
iness. 

That if its policyholders move into 
states where the company is not li- 
censed, the company still is legally 
bound to carry out terms of its con- 
tract. 


That advertising carried in its pam- 
phlets contains the statement in large 
type that the insurance offered is sub- 
ject to the policy terms and limita- 
tions. 

That its policies contain fair and 
reasonable limitation of coverage, a 
fact “well known to all of its appli- 
cants for insurance’. 

That the limitation of its policies dic- 
tated by the kinds of confining illnesses 
covered and the geographical locale of 
its policyholders aren’t reasonable lim- 
itations. These limitations, it says, are 
noted in bold type. 

That its salesmen are directed to call 
the applicant’s attention to limitations 
contained in the policy. 

That its advertising of all types of 
coverage plainly limits policyholders 
to those in good health and non-haz- 
ardous occupations. In addition, the 
bold type statement is carried that 
coverage is according to the terms of 
the policy “and the applicant is put 
upon inquiry as to what limitations the 
policy contains”. 

That the graduated scale of payment 
for surgeons’ fees adequately conveys 
to a prospective buyer that benefits 
allowed are in accord with the rela- 


tive difficulty and seriousness of the 
various operations. 

That a listing of maternity benefits 
under the heading, “additional bene. 
fits’ is not misrepresentation. How. 
ever, the company said, that it woulg 
be glad to place in its advertising the 
direct statement that a lump sum 
amount for maternity benefits is jp 
lieu of all other hospital benefits jn 
maternity cases. 

That in no way does the company 
represent that its policies are non-can- 
cellable, or that they cover all sick. 
nesses or accidents. 





Chicago Claim Men Hear 
Roy Phelps on New Forms 


Claim forms used by companies ip. 
volve great public relations problems 


with doctors, hospitals and some clin. ; 


ics, L. L. Phelps, assistant vice-presi- 
dent North American Life, and presj- 
dent International Claims Assn. told 
Chicago Claims Assn. at its recent 
meeting there. It has reached the point 
where various individuals and groups 
are adopting their own forms and by 
so doing are creating a problem in the 
companies with so many special forms 
to handle. 

Some of the questions asked on some 
of the insurance industry’s forms are 
really pointless, he averred, and he 
does not blame busy doctors for not 
cooperating. He urged “getting behind 
the uniform claim form and _ pushing 
it with your companies.” The Interna- 
tional now has three committees work- 
ing on simplified uniform forms, with 
several forms already completed and 
distributed to the companies, the doc- 
tors, etc. 

Mr. Phelps described the Interna- 
tional association and how it effects 
the claims men, the business and the 
general public. In addition to outlining 
the association’s mechanical set-up, he 
detailed the functions of some of the 
committees and discussed the year 
book, which he said is very. helpful and 
a very important part of any library 
on claims handling. 

He pointed out the present meeting 
represented 30 years of his attendance 
at Chicago association meetings and 
reminisced about old-time members. 





Union Central Names 


Ackert St. Paul Manager 


Union Central 
Life has appointed 
Joseph F. Ackert 
district manager at 
St. Paul. He suc- 
ceeds Fred E. 
Meyer who has 
been promoted to 
assistant regional 
Manager. 
Mr. Meyer may 
still be contacted 
at the St. Paul 
office. 

Mr. Ackert for 
eight years was 
with Prudential. 


New Jersey A&H Elects 


George E. Lehman, National A.&H. 
Ins. Co., was elected president of New 
Jersey A&H Assn. at a meeting at 
Newark. Other officers are: 

Vice-presidents, Frank Curran of 
Loyalty group, Jules Lev of C. J. Sim- 
ons agency and John Savarese of J. 
Savarese & Son agency; secretary, 
Warren Leigh of William Ford gen- 
eral agency, and treasurer, Eston 
Whelchel of Provident Life & Acci- 
dent. 





J. A. Ackert 








Mullaney to Ansonia for Hancock 


Edward V. Mullaney, district man- 
ager in Quincy, Mass., for John Han- 
cock Mutual, has been transferred to 
Ansonia, Conn., to succeed Anthony 


King, who retires as district manager. _ 
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500 Selection Men Turn 
Out for New Orleans Meet 


(CONTINUED FROM PAGE 2) 
insurable interest and finances. He 
said his company believes it is only 
through work with the individual 
agent that improvement in actual per- 
sistency can be accomplished. 

The speaker said State Farm has de- 
veloped performance rate sheets to aid 
underwriters in dealing with agents. 
Three factors are considered: Regu- 
larity of production, volume of paid- 
for, and persistency. This has evolved 
into what now are 3-Q and 4-Q agent 
designations, the latter being the high- 
est obtainable. A 3-Q agent is one who 
at the end of any calendar year has had 
at least $100,000 of paid new insurance 
credits for the past three years with a 
persistency rate of 85% for each of the 
three years. A 4-Q agent is one who 
was a 3-Q agent the preceding year and 
currently holds the third collection cy- 
cle to at least an 82% persistency ratio. 

Although it may seem that such des- 
ignations would bear little weight, Mr. 
Spear said it is surprising how much 
importance is placed on the recogni- 
tion by an agent. He added that persist- 
ency ratios determined by state, agen- 
cies or other groupings usually are on- 
ly academic because they conceal the 
characteristics of the individual agents. 

Discussing procedures to be used in 
underwriting substandard term insur- 
ance, Mr. Somers suggested generally 
the coverage be considered more in ac- 
cordance with regular selection princi- 
ples than with preferred risk princi- 
ples. In the case of term riders, he said 
he favors about the same approach 
used on the base plan. 

Mr. Somers said substandard term 
would be much easier to underwrite on 
a special class basis were the forms 
neither renewable nor convertible. 
This particularly would be true where 
the insurance would terminate at an 
early age, and enough was known to 
indicate the impairment involved de- 
ferred extra mortality. When policies 
are convertible, however, he said un- 
derwriting would have to be projected 
farther into the future. 

For decreasing substandard term 
plans of short duration, even if con- 
vertible, Mr. Somers said it is pos- 
sible to be a little more liberal at the 
younger ages if an impairment is one 


for which the extra mortality probably 
will not occur for some time. By then 
the period allowed for conversion will 
have elapsed or the amount eligible for 
conversion will be very small. 

Mr. Somers said there exists a new 
need for term to age 65, or an older 
age, and consequently it may be feasi- 
ble sometimes to underwrite this ac- 
cording to ordinary life selection prin- 
ciples, at least if the amount seems to 
be reasonable. With so many pension 
plans operative, he said it may be that 
a specific amount of protection is de- 
sired until the pension becomes effec- 
tive, especially if there is a provision 
in the pension plan for an income also 
to the wife. 

It is generally felt the industry has 
not explored all the possibilities in the 
the term field, Mr. Somers commented. 
When new approaches come along, he 
said it will be up to the underwriters 
to find the way to underwrite restric- 
tively enough to keep business sound 
and yet broadly enough to furnish the 
necessary protection. 

That afternoon Herman S. Lindy, 
Delta Life, presided over a debate on 
the feasibility of rated industrial cov- 
ers by E. B. Coarsey, Gulf Life, and C. 
R. deHaas, Equitable Life of Washing- 
ton, D. C. This is reported elsewhere 
in this issue. A question session fol- 
lowed, with R. G. Diepenbrock, Peo- 
ples Life; D. K. Jackson, Home Secu- 
rity Life, and James E. Rundle, Life & 
Casualty, participating. 

Rounding out that session was the 
industrial case clinic, moderated by J. 
W. McCabe, United Life of Florida. 
Participants were J. MacN. Duff, State 
Capital Life; Henry E. Edenfield, Pal- 
metto State Life, and D. E. Nickens, 
Lincoln Income Life. 

The ordinary case clinic of Friday 
was to take the form of three panel 
discussions, with C. A. Will, Guardian 
Life, serving as chairman. Slated to 
to serve as panelists were G. S. Davey, 
Woodmen Central Life; R. D. Ire- 
land, Paul Revere Life; M. D. Thomas, 
Republic National; E. A. Watson, In- 
dependent Order of Foresters; W. W. 
Edwards, Capitol Life; P. H. C. Hag- 
gard, Phoenix Mutual; L. J. Norling, 
Pioneer Mutual Life; D. H. Warren, 
Continental American; J. S. Cook, 
Companion Life; C. L. O’Brien, Min- 
nesota Mutual; Emmett Russell, Jr., 


Life & Casualty, and H. M. Shoemaker, 
Volunteer State Life. 











Looking over results of a unique sales school sponsored by Hawaii Assn. of 
Life Underwriters in Honolulu are W. H. Kursy, Sun Life, chairman; Benjamin 
Woodson, president of American General Life, and Ralph Engelsman, New York 
City sales consultant, both school speakers; and Harry B. Mathewson, Pacific 
National Life, association president. The 235 agents who attended five morning 
sales sessions spent the afternoons applying their new knowledge. At the week’s 
end, 417 applications had been written, totaling $2,335,200. This would be at a 
rate of $100 million a year, or average production of approximately $500,000 


N. Y. State Assn. to Probe 


Variable Life Income 
(CONTINUED FROM PAGE 1) 
people largely because of the guaran- 
teed forms issued by the life compa- 

nies and sold by life agents. 


The delegates were told that a simi- 
lar corporation had been formed by 
Teachers Insurance & Annuity with its 
College Retirement Equities Fund to 
serve college teachers but that a gen- 
eral corporation selling to the public 
would bring with it the danger that the 
theory of dollar averaging and com- 
pulsory investments during times of 
depression, which might be essential 
for success, would be lacking in most 
special corporations. 

Harry K. Gutmann, Mutual of New 
York, president of the New York City 
association, expressed the view that 
the field of variable life income certif- 
icates might be a new departure for the 
life insurance business and if ap- 
proached with an open mind and with 
full explanation of exactly what was 
involved it would be a worthy position 
for the state association to take. It was 
Mr. Gutmann’s motion that brought 
the vote to appoint a committee to in- 
vestigate. 

It was decided to reprint the booklet, 
How New York State Protects Life 
Insurance and Annuities. This is out of 
print, some 6,000 copies having been 
distributed in the last few years. 

The executive committee recom- 
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mended that the title of Spencer Mc- 
Carty, Provident Mutual, Albany, be 
changed from executive secretary of 
the state association to managing di- 
rector, the effective date to be set at 
the convenience of his office. It was 
felt that the cliange of title brought it 
more in line with similar designations 
in the National and local associations. 

Frank H. Wenner, Connecticut Mu- 
tual, Utica, submitted a report on a 
two-year study of the results of ques- 
tionnaires sent to all New York state 
general agents and managers. On the 
whole the report constituted an en- 
dorsement of the 13-year-old experi- 
ment of the state insurance department 
naming an industry committee to con- 
fer with it on agent licensing examin- 
ations. 

There was the traditional dinner of 
the past presidents of the state associa- 
tion the evening before the delegate 
meeting. 

President Benjamin D. Salinger, who 
is general agent of Mutual Benefit Life 
in New York City, adjourned the meet- 
ing of the delegates so they could join 
the Syracuse association in the cele- 
bration of its 50th anniversary. 





Anderson Heads New Tex. Insurer 
J. L. Anderson has been elected 
president of Colonial American Life, 
the new life and A&H company at 
Corpus Christi, Tex., which is begin- 
ning with paid in capital of $250,000. 
Mr. Anderson is a former president of 
Texas Assn. of Life Underwriters. 
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He’s reached a happy moment in his life. He’s bought a 
new home. He's ready to listen to MASTERPLAN. 


John is 28, married and has three children. He wants 

to be sure his family will always have this home... 
whether he lives or dies. He buys a $10,000 policy 

that adequately covers the mortgage balance. 

John’s premium is $308.70. Home payments are out of 
the way after twenty years, so John stops paying both on 
his mortgage and his MASTERPLAN. Both his home and 
his $10,000 Insurance Estate require no further deposits. 
The years go by. At age 65 he has built-up an impressive 
cash fund of $9800, (including dividends) for which he 
paid $6174. He has had $10,000 of insurance 
protection for 37 years, plus a 59% cash profit—or he 
can have an annual income of $740.40 for life. 

He's had home protection for his family... cash available 
for emergencies...and security for the future—all in 

one completely comprehensive and flexible MASTERPLAN. 





Extraordinary case?...NO! Exceptional benefits? ... 

YES! and these are just a few of the many unique 
features in MASTERPLAN—a Complete Insurance 

Program wrapped-up in one simple, easy to sell package. 


For further information, write Frank Vesser, Vice President 
General American Life 
one of the nation’s leading mutual legal reserve companies 

ST. LOUIS, MO. 
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Revised Edition of 
‘Risk Appraisal’ 
Is Off the Press 


A brand new and completely revised 
edition—the second in nine years—of 


Harry W. Ding- 
man’s Risk Ap- 
praisal, has just 


been published by 
the National Un- 
derwriter Co. Dr. 
Dingman’s book is 
about the only au- 
thoritative text on 
selection of risk 
for personal insur- 
ance. More than 
800 life and A& H 
companies in the 
United States and 
Canada use the book as a basic text. 
It has been praised by many million 
dollar producers, and is found on the 
desks of thousands of general agents, 
managers, brokers, who use it to obtain 
practical, authoritative help in the 
handling of all risks, especially border- 
line cases. 

Dr. Dingman’s unique writing style 





H. W. Dingman 


enables him to handle the subject in 
an easy-to-understand, terse, logical, 
yet humorous manner. Risk Appraisal 
is a big, authoritative and compre- 
hensive volume of 800 pages, 47 chap- 
ters (previous edition had 34) all care- 
fully indexed. 

Dr. Dingman, also the author of 
other important insurance publications 
and vice-president of Continental As- 
surance, spent much of his time in the 
U.S.1LS. library during his month’s 
vacation in Communist-threatened 
Singapore last August, planning a 
complete rewrite of this book. He 
pointed out in a recent interview that, 
there has been a “renaissance in un- 
derwriting thought in the last few 
years resulting in liberalized handling 
of cases...all to the advantage of 
agents and companies who base pres- 
ent day practices on knowledge of past 
experience and awareness of future 
trends.” 

New chapters appear on Aviation, 
Military, and the recently published 
Impairment Study of 1935-1950 expe- 
rience of 27 large companies. Topics 
like group insurance and hospitaliza- 
tion have received amplified discus- 
sion to reflect current conditions. The 
edition contains a new approach to all 
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WORKSHOPS 


A series of six down-to-earth, informal workshops has been 
scheduled by State Mutual for early next spring. At each of the 
two-day meetings, top producers in each group will plan and 
conduct the sessions. Emphasis will be placed on improving 
and strengthening sales techniques. Qualifications have pur- 


posely been kept at a minimum so the majority of our associ- 
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the factors affecting health and lon- 
gevity, and the subjects are discussed 
thoroughly, with cross-indexes for 
quick reference, and a statement is 
made on each subject as to how in- 
surability is affected. Dr. Dingman’s 
book is the only authoritative, up-to- 
date guide to today’s more liberal and 
profitable underwriting practices. 

The revised edition of Risk Apprais- 
al is available immediately from the 
National Underwriter Co., 420 East 
Fourth street, Cincinnati, or from 
any of its branch offices. The single 
copy price is $12.50, plus postage, with 
reductions for quantities. 





Variable Annuity Seen 
as Tragedy by Johnson 


(CONTINUED FROM PAGE 5) 
like” and suggested in the case of 
favorable articles to write and compli- 
ment the publisher, author, paper, ma- 
gazine, etc. 

Mr. Johnson described how pub- 
lishers gather material for articles and 
pointed out the researcher usually 
comes across someone who has an axe 
to grind, and adverse and incorrect 
criticism often appears in print before 
the institute can do anything about it. 
When such articles appear, he said, 
anyone in the insurance business hav- 
ing the true facts should send them to 
the publisher or directly to the insti- 
tute. He warned, however, that it is 
never wise to ask for a retraction. 

The aim of the institute is to learn 
something about public thinking and 
transfer that back to the business, as 
well as translate the life insurance 
business to the public, the speaker 
said, and detailed the changing trends 
found by the institute in an exhaus- 
tive study by various experts, such as 
sociologists, advertising men, etc. One 
of the findings was that the business 
formerly used all other media, includ- 
ing huge amounts of advertising in na- 
tional magazines, but spent virtually 
nothing for newspaper advertising 
which was a grave error since the 
daily newspapers are extremely im- 
portant at the local level for con- 
veying information to the American 
public, Mr. Johnson said. Now there 
is a large amount for this included in 
the institute’s budget and it “spots 
some 525 newspapers.” 

The reason newspaper advertising 
had not been employed until the ins- 
titute began its program is that very 
few companies individualy could af- 
ford to advertise with enough fre- 
quency to produce any satisfactory 
results. Mr. Johnson made it clear, 
however, that there is no attempt to 
buy or expect editorial support be- 
cause of larger amounts of institutio- 
nal advertising, but on the other hand, 
“if we don’t spend anything with the 
newspapers we have no right to as- 
sume they will carry anything about 
life insurance.” 

Another change occurring in the 
last three years is that the consumer 
has become king and is on a much 
higher platform than ever before, he 
declared, citing the competition in 
every business today, all vying for the 
average man’s dollar. He said also, in- 
stallment buying is not having an ad- 
verse effect on the economy and, just 
as in the operation of a business, peo- 
ple are using current income on in- 
staliment buying while putting money 
in the bank. 

Mr. Johnson concluded that as to 
the general economic picture, his per- 
sonal view is 1955 will be a better 
year than 1954, more like 1953, and 
life insurance opportunities are there 
also “if we go after them.” 


————_ 


Brice McEuen Joins 
Lamar as Agency Chief 


Brice F. McEuen, director of schools 
in agency management for LIAMA, 
Dec. 1 is joining 
Lamar Life of 
Mississippi as 
agency director. 

A member of the 
school staff since 
joining LIAMA in 
1947, Mr. McEuen 
has worked with 
the education and 
training and agen- 
cy management 
training advisory 
committees. He is 
the author of such 
publications as Recruiting Career Men, 
The Recruiting Self-Starter, The 
Trainer’s Manual, Supervision Through 
Records and the new Study Course in 
Agency Management. 

Before going with LIAMA, Mr. Mc- 
Euen was assistant managing director 
of the life insurance marketing school 
at the University of Connecticut. Pre- 
viously he was manager, educational 
director and an officer of State Re- 
serve Life. During the war he was di- 
rector of the officer’s training school 
for the quartermaster corps at Camp 
Lee, Va., where he wrote for the war 
department a history of military train- 
ing. 





Brice F. McEuen 





Midland National Enters 
Substandard A&H Field 


Midland National Life of South Da- 
kota is now writing substandard A&H, 
offering five-year accident and one- 
year sickness non-confining benefits 
with first day accident coverage and 
15th day sickness coverage without 
waiver in many classes of impaired 
risks and with reasonable limitations 
on many serious impairments. 

The new program is being written 
both through the company’s sales force 
and on a brokerage basis. It is in line 
with Midland’s established sub-stand- 
ard life program which accepts risks 
as high as table P (500% mortality). 

H. Smith Hagen, production vice- 
president, said the purpose of the plan 
is to insure without waiver men and 
women who haven’t bought income in- 
surance because they wanted coverage 
on the existing impairment, as well as 
to insure with a waiver those who have 
not been acceptable to any company 
because of a serious impairment or 
chronic condition. 


N. W. Mutual ‘55 Dividend 
Scale to Be Highest Ever 


Northwestern Mutual Life’s pro- 
jected dividends for 1955 are $57% 
million, an all-time high and an in- 
crease of $81%4 million or 17.3% over 
the 1954: scale. 

“We were able to make the dividend 
increase,” President Edmund Fitz- 
gerald said, “despite the fact that our 
federal income taxes are higher than 
they ever have been.” Low mortality 
rates, control of operation costs, and a 
good rate of return on investments per- 
mitted the increase, low mortality 
rates accounting for the largest part. 








Johnston in Agency Post 
for Midland Mutual 


Clifford W. Johnston has been ap- 
pointed assistant director of agencies 
for Midland Mutual Life. 

With a background of several years 
of life and A & H experience, Mr. 
Johnston has served as southeastern 
group manager for United States Life, 
group sales and service manager for 
Monarch Life at Erie, Pa., and as gen- 
eral agent for Monarch at Erie. 
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BA.R.E. Names General 
Agents in New Jersey, 
Nebraska, Colorado 


Three commercial division general 
agents have been appointed by Bene- 
fit Assn. of Railway Employes, Norman 
Gerwitz in New Jersey, Charles W. 
Leeman in Nebraska, and William H. 
Dowling in Colorado. B.A.R.E. began 
commercial operations this year. 

Mr. Gerwitz, who has headquarters 
at 904 Commerce Court building, New- 
ark, has several years of previous ex- 
perience with World of Omaha and 
Mutual Benefit H.&A. 

Mr. Leeman, formerly president of 
Metropolitan Accident & Casualty Ins. 
Co., started in insurance in 1919 with 
Business Men’s Assurance. He will 
have headquarters at Omaha, the city 
he served as mayor from 1945 through 
1948. He is a past president of Omaha 
A&H Underwriters Assn. 

Mr. Dowling has had wide experi- 
ence in insurance in the Rocky Moun- 
tain area. 





Korean Conflict War, 


Illinois Court Holds 


The latest court to hold the Korean 
conflict to be a war is the U. S. district 
court for southern district of Illinois, 
in the case of Carius v. New York Life. 
The insured, a major killed in action in 
North Korea in 1950, held a policy 
which included double indemnity with 
a war clause provision. 

The court held insured’s death re- 
sulted from war or act incident to 
war since he was officially reported 
by the army as a battle casualty killed 
in action and the contract’s terminol- 
ogy should be interpreted in its plain, 
ordinary, everyday meaning. 

In its review the court pointed out 
casualties sustained as well as acts of 
Congress recognizing Korean soldiers 
and veterans, indicated war existed. 





Jefferson Standard Cuts 
Term Rates, Adds Policy 


Jefferson Standard has added a 
whole life paid-up at 85 non-par 
$10,000 minimum policy to be known 
as the GLC (guaranteed low cost) 
special. Rates have been reduced on 
all regular term plans. 





West Coast Life Revises 


War, Aviation Rules 


West Coast Life has revised its war 
and aviation rules. Under some cir- 
cumstances it is now possible to issue 
to men on active duty as much as 
$25,000 of life coverage to include 
waiver of premium and double indem- 
nity without a war and aviation ex- 
clusion. 

Enlisted men of the lowest four pay 
grades in all branches of the service 
are not accepted on any basis. Sub- 
marine officers and crew members in 
the first three pay grades are ac- 
cepted at an extra premium of $5 per 
thousand with waiver of premium and 
double indemnity. Insurance over the 
maximums, except for submarine per- 
sonnel, is granted but only with a war 
and aviation exclusion clause. 

Aviation ratings are in many cases 
lower than under previous rules. Cov- 
erage now is granted to such risks 
as members of the national guard 
and reserve corps, but will not be 
granted to men in active duty in any 
of the armed forces or to any man 
liable to immediate active duty. 

The company also has liberalized 
underwriting of principal sum in ac- 
cident policies and of sub-standard 
term. Principal sum may now be is- 
sued up to $50,000 providing the total 
of all types of accidental death in all 
companies does not exceed $100,000. 
The double protection policy, riders 
for family income and additional pro- 


tection term insurance now are is- 
sued up to sub-standard table P (500% 
mortality). All term policies, other 
than the yearly renewable term, are 
issued on a substandard basis to table 
D (200% mortality). Corresponding 
flat extra premiums are issued in a 
similar manner. 


Chicago A&H Men Set 
for S-D Day, Hear Lee 


Chicago A&H Assn. at its November 
meeting launched its part of the na- 
tional Safe Driving Day to be held 
Dec. 15. The goal of S-D Day is a 24- 
hour period with no fatal automobile 
accidents. At the meeting at which 
Christopher F. Lee, 2nd vice-president 
of Columbian National Life, was the 
speaker, the members were given tags 
which are to be knotted to steering 
wheels of automobiles as reminders of 
the safe day. 

Also the results of the association’s 
membership drive were announced, 
the one-day campaign beginning with 
breakfast. Applications and a list of 
prospects were issued, with awards 
for those having five new memberships 
by lunchtime. Twenty new members 
were signed up, with the prize winners 
being Albert H. Wohlers, Youngberg 
Carlson, and James P. Beaumont, man- 
ager life department, Critchell-Miller 
agency. 

In an inspirational talk, Mr. Lee 
pointed out various facets of the suc- 
cessful A&H salesman, one of the most 
important being transferring enthusi- 
asm to the client. He also stressed 
careful attention to business already in 
the books and opined that in many 
cases there are many salesmen who are 
overpaid for their renewal business 
since they no longer keep in touch with 
it. There are no bargains in A&H and 
“you get what you pay for,” he said. 
If this were understood and nothing 
but quality merchandise sold, there 
would not be all the hue and cry about 
A&H there is today. 

The associatian will hold its Christ- 
mas party for 100 orphan children Dec. 
14. 





—_— 


State Mutual Raises 


Some Dividends 


The dividend scale for 1955 on cer- 
tain policies issued by State Mutual 
at current premium rates will be in- 
creased. Among contracts affected are 
limited payment life requiring less 
than 15 premiums, paid-up life, paid- 
up endowments and paid-up additions. 





Manhattan Names Sam son 
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George P. Samp- 
son has been ap- 
pointed general 
agent of Manhat- 
tan Life in Wash- 
ington, D. C. He 
‘was previously 
with Acacia Mu- 
tual as director of 
conservation. His 
office is in Tower 
building, 1401 K 
street, N. W. 


Boston Mutual Agents Pick AFL 

Insurance Workers of America 
(CIO), which won a narrow victory 
over Insurance Agents International 
Union (AFL) in a run-off election 
last April among Boston Mutual debit 
agents in Massachusetts, Rhode Is- 
land, Maine and New Hampshire, 
lost out in another contest held re- 
cently. The agents picked the AFL 
union by a vote of 183 to 132. The 
new election was scheduled by nation- 
al labor relations board after objections 
to the first were filed by the 
union. 





George P. Sampson 


Bankers, Iowa, Registers 
42% October Sales Gain 


New business in October for Bank- 
ers Life of Iowa was up more than 
42% over the same month last year, 
the total being $20,754,203. For the 
first 10 months of the year new busi- 
ness had increased more than 22% 
over the same 1953 period, totaling 
$207,021,625. 


Hermitage H.&L. Starts 


Operation in Tennessee 


Hermitage Health & Life of Nash- 
ville has been licensed and is in active 
production. The company which is 
qualified to sell all lines of A&H, will 
operate in Tennessee only. C. C. Brad- 
ley is president-treasurer and E. L. 
Harris is vice-president secretary. 

Raymond J. Latta of Jackson, Miss. 
is consulting actuary, and Frank 
Wright has been named regional sales 
manager of the west Tennessee district 
with headquarters at Memphis, 1311 
Madison avenue. Melvin A. Clippard 
holds a like position for the eastern 
part of the state, with headquarters at 
Knoxville. 

Mr. Wright was formerly with Re- 
serve Life of Dallas, George Washing- 
ton Life, Jacksonvile, and Eastern Ins. 
Co. of Charlotte, N. C. Mr. Clippard 
was also previously with Reserve Life 
and Eastern. 


N. American, Chicago, 


Plans New Home Office 


North American Life of Chicago has 
purchased the site of the Evanston 
Club, Evanston, IIl., for a contemplated 
new home office building. The club 
will be replaced by an entirely new 
structure, although the size has not yet 
been determined. The multiple story 
building is scheduled to be started 
some time in 1955, with completion ex- 
pected in 1957. 








Talk Premo for Conn. 


Commissioner Post 


With Commissioner Allyn, whose 
term expires next March 1, expected 
to be replaced by Gov. Ribicoff of Con- 
necticut, who is a Democrat, Alfred N. 
Premo, special agent of Hartford Steam 
Boiler and insurance adviser to the 
city of Hartford, is being discussed as 
a possible successor to the $13,000 a 
year post. Mr. Premo is a Democrat 
and is considered a good organizer. He 
is author of a plan for dividing com- 
missions on municipal business among 
agents. 

Mr. Allyn, past president of Nation- 
al Assn. of Insurance Commissioners, 
has been in state service 15 years. 


Would Let Unaffiliated 


CLUs Share in Activities 


A plan to invite unaffiliated CLUs 
to participate in chapter activities on 
an unaffiliated basis was one of the 
recommendations made at the Ameri- 
can Society of CLU chapter activities 
committee meeting in Indianapolis. 
Jack C. Windsor, Connecticut General, 
Milwaukee, presided. 

Frank Cooper, Southwestern, Fort 
Worth, president of the society, at- 
tended the meeting along with Leroy 
G. Steinbeck, managing director, How- 
ard D. Shaw, director of public rela- 
tions, and Mrs. Walter B. Wheeler, di- 
rector of field services for American 
college. 








Group Health Assn. Misidentified 

Group Health Assn. of Washington, 
D. C., whose plans to eliminate a build- 
ing assessment on members and to in- 
crease membership fees for new mem- 
bers were reported in the Oct. 15 issue, 
was erroneously identified as a Blue 
Shield organization. The Blue Shield 
plan in Washington is Medical Service 
of District of Columbia. 








“higher 
PER-EFFORT 
earnings... 


. «. since coming with Wisconsin National,” 
is the recurring story of our new agents 


One of the reason’s is WNL’s new Return Premium Plus 
Plan (RPP), which, in case of premature settlement, 

@ (1) refunds all premiums paid, (2) pays the amount of 
all premiums that would have been paid during policy's 
life, and (3) pays face amount of policy. 

@ The 3-way interesting RPP has proved a 3-way winner 
by excelling as an easy door-opener, fine conversation 
contract and fast ‘“‘ what can we lose?” closer. 

e Agents interested in substantial personal benefits PLUS 
higher per-effort earnings are invited to contact our 
Agency Department. What can you lose? 


WISCONSIN NATIONAL LIFE INSURANCE CO. 


OSHKOSH, 


WISCONSIN 


Openings in — Wisconsin, Michigan, Illinois, Indiana, Minnesota 
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ADDRESSES IHOU MEET 


Must Keep Up With 
Changes, Barney 
Tells Underwriters 


“We are in a very important state of 
transition, and the underwriter who 
does not keep up with his home-work 
may soon be hard-put knowing the 
difference between loss-leaders and 
legitimacy, and between innovation 
or experimentation and orthodoxy,” 
Chester F. Barney, underwriting vice- 
president American United Life, told 
Institute of Home Office Underwriters 
at its New Orleans meeting. 

Mr. Barney said limits, at least at 
ages under 35 to 40, have about quad- 
rupled in the past 25 years and under- 
writers should pay more attention to 
such business than merely a review of 
papers. With misrepresentation or 
omission of facts by either agent or 
examiner, plus a cursory inspection 
report “just whom are we kidding 
when we ‘underwrite’ a case?” he 
queried. Nothing less than a complete 
business cycle tells the whole story 
and while recent experience has been 
favorable there may still be concealed 
elements of danger which may come 
to light only with a business depres- 
sion. 

Discussing occupations, he said they 
are really not an important underwrit- 
ing area considering that they pose 
questions in only about 1%% of the 
average company’s total production. 
Other trends show that moderate over- 
weight has become a more serious 
impairment, particularly at the young- 
er ages, mortality apparently decreas- 
ing with increasing issue age. Also the 
pattern of mortality from overweight 
in females differs considerably from 
that in males. In general, women suffer 
less from overweight mortality-wise 
than men. Underweight mortality has 
improved rather strikingly with little 
variance by degree of underweight. 

Turning to medical impairments Mr. 
Barney said scientific medicine has 
reached the point where the industry 
cannot afford to permit 10 to 15 year 
intervals elapse between studies. He 
suggested smaller studies more often. 
He also urged that since many lay 
underwriters do medical underwriting, 
it would especially behoove them to 
keep their ears tuned for new develop- 
ments in medicine and surgery. It has 
always been a matter of regret to him 
that underwriting bodies “have so 
carefully avoided the medical aspects 
of their jobs.” 

On the subject of mortality on large 
amounts, the speaker declared there is 
a changing climate on large risks and 
an entirely different type of person is 
applying for these lines today than 
was the case 25 years ago. Under pres- 
ent tax and inheritance requirements 
for cash at death, the need for protec- 
tion is so pressing for all in certain 
categories that the element of adverse 
selection becomes a secondary consid- 
eration from the underwriting stand- 
point. The new group has been infused 
and diluted by a much larger propor- 
tion of good risks. An analysis of Mr. 
Barney’s company’s experience on re- 
cent mortality showed mortality on 
term conversions may be as high as 
165% of standard, based on more than 
100 deaths, and that reinsurance stand- 
ard mortality with a quite large ex- 
posure was 101% of expected. 

On rating methods, the speaker 
stated there is an impression gaining 
ground that broad rating classifications 
are something new, or at least are in 





the process of establishing a new 
trend. Actually, companies have been 
using broad rating classifications for 
many years including his own which 
has been using tables and extras for 
nearly 35 years. 

“We are convinced that old rating 
practices do not fill the bill,” he said. 
“An extreme example of commutation 
would be the case that might be rated 
a single extra of $10 per thousand 
each and every time application is 
made for insurance. Certainly it is 
manifestly inequitable to expect ele- 
ments in groups that are over-rated to 
make up deficits brought about by 
those who manage rating reductions. 
Now, if ever, is the time for broad- 
mindedness in our thinking.” 

As to the future, fewer and fewer 
deaths occurring from infectious dis- 
ease and more and more people living 
to ages where the degenerative diseases 
take their toll, the hereditary make-up 
of the individual will increase in sig- 
nificance; also the day will arrive 
when the environmental factor may 
receive more notice, Mr. Barney 
opined. 

“I am not proposing entry into the 
ethereals of underwriting, but as we 
get smarter, our standards should 
change and it may be possible by a 
reallocation of attentions to accomplish 
a greater degree of equitableness than 
exists today. Much has been done in 
the past along this line. I am sure that 
as the evidence crystallizes, we can 
do more.” 


Provident Mutual Will 
Pay First A&H Dividend; 
Keeps ‘54 Life Scale 


First dividends of 10% of the yearly 
premium on Provident Mutual’s A&H 
policies will be paid in 1955, the second 
anniversary of policies issued in 1953. 
The present dividend scale for life will 
be continued, and the interest rate on 
settlement options and accumulated 
dividends will be continued at 3% 
except where the guaranteed rate is 
higher. The present scale is an in- 
crease over 1953. 





ICA Executive Committee Meets 


International Claim Assn.’s newly 
elected executive committee met in 
New York City, with Edwin Linthi- 
cum, Jr., chairman of the committee 
and secretary of Travelers, presiding. 
The officers and members of the com- 
mittee were guests of Eastern Life 
Claims Conference at their annual 
meeting in New York City. 





Named to NAIC Committees 


Commissioner Knowlton of New 
Hampshire, president of National Assn. 
of Insurance Commissioners, has ap- 
pointed Commissioner Goebel of Ken- 
tucky to uniform accounting commit- 
tee; Commissioner Beery of Colorado 
to the fraternal committee and the 
unauthorized insurance committee, and 
Commissioner McKenna of New Jersey 
to the blanks committee, A&H com- 
mittee, unauthorized insurance com- 
mittee, uniform accounting committee, 
and evaluation of securities committee. 

Commissioner Navarre of Michigan 
has made seven appointments to the 
tontine policy control subcommittee, 
and they are: Maloney of California, 
Allyn of Connecticut, Sullivan of Kan- 
sas, Martin of Louisiana, Davis of 
Mississippi, Robinson of Ohio and 
Sullivan of Washington. 





Best October for Provident Mutual 


Last month was Provident Mutual’s 
best October to date in paid-for busi- 
ness. The $13,752,000 paid-for busi- 
ness ranked it as the second best 
month for the company this year. 





Late News Bulletins... 
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Union Central Names 3 H. O. Managers 
CINCINNATI—Three Union Central Life staff members have been appointeg 
managers of home office divisions. Walter A. Merkle, with the company since 
1920, was named to head the benefit division; Edwin P. Loescher, with Union 
Central since 1933, the change division, and William G. Broerman, with the 
company since 1931, the underwriting division. The latter two men are fellows 


of Life Office Management Institute. 


Livermore Named Mutual Trust Manager 

CHICAGO—Mutual Trust Life has appointed Fred Livermore southern Cal. 
ifornia manager. Mr. Livermore has been in life insurance for nine years and 
most immediately was with Connecticut General Life. 








R. E. Edwards Heads 
Mid-Atlantic Actuaries 


Middle Atlantic Actuarial Club at 
its annual meeting in Baltimore elected 
Ralph E. Edwards, Baltimore Life, 
president. He succeeds J. M. Woolery, 
Occidental Life of North Carolina. 

Richard L. Glazier, Life of Virginia, 
was named vice-president, and Miss 
Helen R. Gibson, Monumental Life, 
secretary. 

The program included a panel dis- 
cussion on minimum amount policies 
led by A.B. Ambler, Acacia Mutual, 
a forum on procedural problems led by 
J. M. Bates, Home Security Life, and 
addresses by E. A. Rasor of the Social 
Security Administration, and D. C. 
Branson of the Wyatt Co. 





Phila. Life Promotes 
P. H. Bentz, J. H. Engel 


Philadelphia Life has promoted Phil- 
ip H. Bentz to director of public re- 
lations and John H. Engel to agency 
secretary, the post held by Mr. Bentz. 
Formerly with Home Life of New 
York, Mr. Bentz joined Philadelphia 
Life in 1952 as an agency assistant. 
Mr. Engel joined the company in 1948. 


PERSONALS 


Harry K. Gutmann, president of 
Life Underwriters Assn. of New York 
City, will be guest of honor at the an- 
nual luncheon of the life insurance 
division of Federation of Jewish Phil- 
anthropies Nov. 30. 











New general 
agent at Lubbock, 
Tex., for Atlantic 
Life, Charles T. 
McCreight, will be 
concerned with 
developing the 
agency. He was 
assistant manager 
with Southwestern 
Life before join- 
ing Atlantic. He 
has also been with 
Great National. 


U. S. Lawn Tennis Assn. has desig- 
nated Julian S. Myrick, Mutual of 
New York, New York City, to be its 
representative at the Davis cup com- 
petition in Australia this December. He 
is a former president of the associa- 
tion. 





C. T. McCreight 


J. M. Mottley Named | 


Praetorians President 

J. M. Mottley was elected president 
of the Praetorians and T. H. Penton 
was elected vice-president at a meet- 
ing of directors at Dallas. Their elec- 
tion was occasioned by the recent 
death of John N. Harris, president for 
many years. 

Mr. Mottley joined the organization 
in 1929 as agent in Houston, was made 
Houston cashier in 1930, both cashier 
and manager of the Houston district 
beginning in 1940 and elected a direc- 
tor in 1941. He was elected national 
vice-president in 1951 and has had 
charge of investments since then, in 
addition to other official and adminis- 
trative duties. 

Mr. Penton joined the organization 
in 1934 as agent in Birmingham, was 
made Southeastern manager for Ala- 
bama, Florida and Tennessee in 1941 
and in 1947 was elected a director. He 
has been active in field and organiza- 
tion work for 14 years, with head- 
quarters at Birmingham. 

Mr. Mottley will continue to handle 
the investment department, and Mr. 
Penton will have complete charge of 
field operations. 


Up Dividend Scale 


Fidelity Mutual of Philadelphia has 
increased 1955 dividend scale about 
10% for all premium-paying policies 
issued after 1938. The amount of in- 
crease will vary by plan, age at issue 
and age of policy. For policies issued 
prior to 1939, the dividend scale is un- 
changed. 


Hancock Dividends Rise 


John Hancock will pay $61 million 
dividends in 1955, an increase of more 
than $6 million. Dividend scales on 
early editions of ordinary life and re- 
tirement annuity contracts have been 
revised to bring them in line with 
scales of such contracts as issued in 
1954. 


Phoenix Ups 2 Dividends 


Phoenix Mutual has raised dividends 
on economic protective life and five- 
year term contracts, both included in 
the July 1953 general increase. Eco- 
nomic protective life is similar to 
ordinary life with lower rates during 
the first two years, and both plans are 
$10,000 minimum. 


F. H. STERLING, vice-president 
and a director of State Life of Indiana, 
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died at Indianapolis Tuesday. He had 
been with the company since 1903. 
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Prensa YOU'VE NOTICED IT, TOO. The 
chronic “clock watcher” is usually an individual who 
has lost himself in a job for which he is temperamen- 
tally and/or professionally unsuited. He’s a misfit. And 
his days are not only long and uninteresting but offer 
little challenge or invitation to future success. 

Yet a misfit in one job can often be happy and suc- 
cessful in another, when the job is geared to his par- 
ticular qualifications. 

For that reason aptitude is one of the major consid- 
erations when you appraise a job. And you'll be glad 
to know The Union Central Life Insurance Company 
employs the most advanced scientific testing methods 
in selecting new representatives. In addition, you can 
expect sincere counsel from an experienced and inter- 
ested management staff, men with a thorough under- 
standing of what composes the makeup of the successful 
life insurance careerman. And as a result of these two 





integrated procedures, you virtually eliminate the 
“misfit risk.” 

If you qualify for a career in life underwriting, you 
can look forward to many years of success, enjoying 
all of these job benefits provided by The Union Central. 
Choice of your own job location. Thorough, effective 
training. Wide variety of research-tested training aids. 
Unlimited opportunities for steady advancement. Sound 
earnings plus liberal retirement and pension plans. Job 
security that does not rely on current business con- 
ditions. 

With so much to offer, you'll certainly want to know 
more about The Union Central, with its policies that 
take care of every life insurance need from birth to 
age 70. Drop us a line and we'll be glad to arrange an 
interview at one of our local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, CHIO 


EIGHTH in a series designed to be of service to men contemplating a life insurance career. The advertisements appear in 
magazines and life insurance trade press where men are likely to look for information about companies and job opportunities. 
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THERE’S REAL PROTECTION FOR THE MAN FROM EQUITABLE 


He has lifetime security—under one of the finest over-all 
insurance and retirement programs in the insurance field today 


Insurance for the insurance man—FEquitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Fquitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 


*for agent, wife and minor children 


More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benetits. Renewal commissions continue in 
every case. 

A selling career with Equitable offers more 





than a good living. The man from Equitable 7 
builds a lifetime of security —and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U.S. ] 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 4 


